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Thirty-eighth Year, No. 54 


New National Board 
Advertising Meeting 
Favorable Reception 


Agents, Assureds, Fieldmen Com- 
ment on Educational Value of 
Messages to Public 


ADS FOR AGENTS PREPARED 


New Series for Use by Local Pro- 
ducers in Newspapers in Their 
Own Communities | 














Member companies of the National 
Board of Fire Underwriters and local 
agents in the field are commenting al- 
ready with favor on the advertisements 
which have appeared to date in national 
magazines as part of the new advertis- 
ing campaign of the National Board, A. 
Wilbur Nelson, assistant to the general 
manager and head of the public rela- 
tions department, told those attending 
the fire and casualty group session of 
the Insurance Advertising Conference 
meeting in New York City. The ad- 
vertising campaign began last month 
and will extend through March in the 
Saturday Evening Post, Life, Nation’s 
Business, Forbes, Business Week. Bank- 
ing and Credit & Financial Manage- 
ment. ; } 

Of an institutional educational nature 
the object of this campaign is to inform 
the public of the security provided and 
of the many services rendered by the 
capital stock fire insurance companies, 
not only through the National Board but 
also through other allied organizations, 
through home office and field forces and 
local agents. 


Reprints Being Distributed Widely 


“One of the outstanding features of 
our advertising,” said Mr. Nelson, “is 
to make known to all employes and 
agents of the stock company fire insur- 
ance business that this is their campaign 
and their interest and cooperation are 
desired. As stated in our first adver- 
tisement, there are many things about 
insurance that are little understood by 
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the insuring public and if every one con- 
nected with the insurance business will 
at all times be alert to promote the 
facilities and services of our business 
to those with whom they come in con- 
tact it cannot help but be effective. To- 
ward that end, reprints are being dis- 
tributed together with letters explaining 
the campaign 

“Not only are reprints being widely 
distributed to members of ‘our insurance 
family’ but they also are being sent to a 
representative cross-section of the in- 
suring public. In a letter by General 


(Continued on Page 25) 
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The All-mastering Spirit 


wars, nor political disturbances in the 

two hemispheres, nor our own eco- 
nomic problems can kill the all-mastering 
spirit of Christmas. Throughout our North, 
and South, and East, and West it will pervade 
all our working hours, softening the hardness 
of confronting problems and difficulties, and 
filling the atmosphere of business and homes 
and communities with a buoyant benignancy 
that conquers and blesses. 


TY wars, no foreign wars nor threats of 


In willing obedience to the season’s 
custom The Penn Mutual Life Insurance 
Company, from Independence Square in 
Philadelphia, sends to all in the great life 
insurance fraternity its most earnest wish for 


A Merry Christmas and A New Year 
prophetic of happier times. 


Wo. H. Kinocstey, President 
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New Yorkers Happy 


Hands Are Back On 
Metropolitan Clock 


Residents Around Madison Square 
Say They Depend on Com- 
pany’s Big Timepiece 


MANY REPAIRS COMPLETED 


Installed in Tower in 1909, Holds 
World’s Record as Largest 
Four-Dial Clock 


High up in the tower of the Metropo- 
litan Life on Monday of last week a 
group of electricians were at work in- 
stalling and rewiring the first of the 
four clocks now returned from the Self 
Winding Clock Co. after a complete 
overhauling and. rebuilding. Only bad 
weathey on that day delayed the start 
of p fing in place the huge new hands 
of thé*clock which were built to replace 
the old ones, removed from the face of 
the tower last Summer. The work of 
remounting the clocks, now in progress, 
is expected to be completed before 
Christmas. 

Judging from the number of letters 
which have been received by E. O. Mc- 
Conahay, building superintendent of the 
Metropolitan Life, there will be many 
New Yorkers who will welcome as an 
old friend the clock in the Metropolitan 
Tower and will again settle their lives 
into a routine regulated by the chime of 
its bells, the flashing of the light from 
its tower and the indications of its hands. 

Many Letters Received 

Letters about the clock have come to 
Mr. McConahay in recent weeks from 
as far away as Florida and California, 
but those received from residents and 
business people from around Madison 
Square indicate the personal part that 
the Metropolitan clock has played in 
their lives. Some were frankly indignant 
that the company had dismantled their 
timepiece. Several have requested the 
company “to please have the hands of 
the clock put back in place.” One young 
lady directly blamed the company for 
making her late to work on the day that 
the chimes were disconnected for re- 
pair. Another wrote in to inform the 
company that while the chimes were still 
sounding the quarters the hands were 
missing from the clock and it was im- 
possible to tell the time. Many were 
anxious to know when the clock would 
again be in working order. 

Hands Now Being Put in Place 

Rigging from near the top of the 
tower is hoisting into place the huge 
new hands of the clock, built of struc- 
tural steel covered with lead-coated cop- 
per. The new hands are exact dupli- 
cates of the old with the exception of 
certain improvements in construction. 
Each minute hand is seventeen feet long 
and weighs 1,100 pounds but so perfectly 

(Continued on Page 14) 
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LIFE INSURANCE 
QUESTION BOX 


oF 


Q. At what early age can a person qual- 
ify for an Equitable policy? 

A. At one year of age, under the new 
Juvenile Policy. This is an example of the 
increasing usefulness of life insurance. 

Q. What Equitable policy is especially 
made for the person who cannot decide 
what kind of policy he wants? 

A. The Convertible Policy. After you 
start with this policy you have several years 
in which to decide which of five types of 
policy you wish to continue. Ask an Equi- 
table agent for details. 


Q. Is The Equitable a Stock Company? 


A. No. It is a mutual organization operated 
entirely for the benefit of its policyholders. 





Q. What indication is there that life in- 
surance is becoming more popular? 
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A. There is four times as much in force 
now as 20 years ago. 
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BERNAYS 


EDWARD L. 


Edward L. Bernays, America’s public 
relations king, had a tough audience to 
interest when he spoke before the Ad- 
vertising Club of New York on Thursday 
noon of last week because seated at the 
table with him were a number of chief 
authorities on super salesmen. They in- 
cluded G. T. Hodges of the New York 
Sun; Edgar Kobac, Lord & Thomas; E. 
F. Dalton, Collier Advertising Service; 
John G. Jones, Alexander Hamilton In- 
stitute; E. P. H. James, National Broad- 
casting Co.; Walter A. Lowen, place- 
ment service; Earle Pearson, Advertis- 
ing Federation of America; A. E. Teet- 


sell, Fuller Brush Co. The audience 
didn’t phase Mr. Bernays whose topic 
was “The Public and the Private In- 


terest.” He went over big as usual. 
Lowell Thomas Toastmaster 

Lowell Thomas, president of the club, 
radio and movie news commentator, made 
clever introductions. Wash Young of the 
Equitable Society delivered one of his 
inspirational speeches in a quarter where 
it will do the most good. Among those 
at head table was Leroy A. Miner, one 
of the Equitable managers in Greater 
New York. A number of insurance men 
were in the audience. 
Extracts from Mr. 
follow: 


Bernays speech 








I was flabbergasted when I was told 
that this meeting was to be devoted to 
super-salesmen, Possibly I was suffering 
from what Stuart Chase would call the 
tyranny of that word super-salesmen. 
I inquired of some of my friends as 
to what they thought a super-salesman 
was. To them a super-salesman was the 
circus spieler gone berserk in every 
telephone call, in every piece of open 
end mail, and in most of the shops of 
the country. They felt the ‘super-sales- 
man jumped on your shoulders, threw 
you to the ground, dragged you around 
by the hair and crammed an automo- 
bile, a safety razor and an encyclopedia 
down your throat and then tried to make 
you say thank you, even though you 
owned two automobiles, wore a_ beard 
and already had a book. 
The Valid Salesman 

But I know this is not your under- 
standing of salesmanship. The valid 
salesman takes a product that the peo- 
ple want, finds the people who want the 
Product and brings them together. In a 





simple civilization of handicrafts this was 
not an intricate matter. R. H. Tawney 
in his book, “Agrarian Problem in the 
16th Century,” says that the peasant civ- 
ilization of England was “an age where 
most men have never seen more than a 


hundred separate individuals in the 
course of their whole lives.” There was 
no problem then of salesmanship. But, 
today, the situation has changed. We 


live in a highly complex world, a world 
in which specialization rules—specializa- 
tion of individual activities, specialization 
of industrial activities; a world of rapid 
communication and _ transportation in 
which our industrial society has been or- 
ganized into broad fields of raw mate- 
rials, manufacturing and _ distribution, 
which has changed a simple consumer- 
salesman relationship into a highly com- 
plex one. 

The basic principle that governs sales- 
men—bringing buyer and seller together 
on a product the buyer needs—remains 
the same. But the application of that 
principle demands more complicated tech- 
niques and skills. Salesmanship is find- 
ing the common denominator of the in- 
terest of the seller and the buyer, and 
then effecting the sale. Salesmanship is 
making the private interest and the pub- 
lic interest agree. It is the bringing to- 
gether of two parties who already want 
and need each other but who do not 
know each other. The caveat emptor 
principle, “Let the buyer beware,” should 


be obsolete. Let me explain just what 
I mean by specific examples: 


Stimulating Demand 


The purchase of books by the public 
brings profits to paper mills, ink makers, 
authors, publishers, proof-readers, book- 
sellers, to mention only a few of those 
benefited. It also brings benefits to the 
public. Books amuse and instruct the 
public. Some people who can afford 
books still do not buy them. But there 
are many common denominators of in- 
terest between the private profit inter- 
est of those who make and sell books 
and the public interest of those who buy 
them. The salesman’s job is to bring 
these two together and to bring about 
inter-action. 

How does he do it? Contractors and 
architects, in the public interest, will be 
glad to build drawing rooms and librar- 
ies in homes with gaping bookshelves. 
Interior decorators, if it is pointed out 
to them, will be glad to push rooms 
with books as a decorative feature. Edu- 
cators will be glad to make the impor- 
tance of books the keynote of their 
public pronouncements, and tycoons will 
be glad to point with pride to their favo- 
rite books. Bringing together the public 
and private interest in this way sells 
books. It is salesmanship. 

Pianos bring profit to rare wood plan- 
tations, to steamship companies which 
transport the wood to the United States, 


Bankers Life of lowa Preparing to 
Have Building for Its Exclusive Use 





Site of New Bankers Life Building 


President Gerard S. Nollen, Bankers 
Life of Iowa, announces that purchase 
has been made of the land necessary 
for the company’s new home office 
building which will be in the downtown 
section of Des Moines. It is hoped to 
have the building ready in 1939. 

The location chosen is convenient to 
the Des Moines retail district and prin- 
cipal hotels. The site comprises ap- 
proximately two acres with its southern 
frontage on High Street. It extends 
from Seventh Street on the east to 
Eighth Street on the west and half a 
block north beyond Pleasant Street, ap- 
proximately 300 feet square. 


Plans for the building are still in a 
tentative state. They will provide every 
facility for the conduct of and future 
expansion of the company’s business. 
The building will be for the exclusive use 
of the company. It will incorporate 
every modern development to facilitate 
the efficient operation of the many home 
office departments. The company’s lease 
on its present space expires in June, 
1939. 

An old church, a pioneer residence, an 
abandoned telephone exchange, and ga- 
rage will be taken down to make way 
for the new bu‘lding, which will occupy 
the space marked by the dotted line 
shown in the accompanying picture. 


CORRECT PATTERN or U. S. SELLING 


Determining Factor In Salesmanship Under Industrial 
Democracy Is Public Interest and Private Profit 


to string. makers, to retailers, to their 
salesmen. And pianos also serve a public 
purpose, They bring culture and beauty 
into peoples’ lives—except perhaps when 
little Johnnie is practicing. I think you 
will accept the conclusion in principle. 
Builders, in the public interest, can be 
prevailed upon to build rooms with a 
piano niche a gaping void in the room. 
The radio can interest them in the 
beauty of piano playing and can inspire 
them to learn it for themselves. 

Making European Sport Attractive 

in United States 

Take skiing. The interests which 
wanted to further the sale of skiing 
equipment imported skiing experts from 
Europe who demonstrated skiing and 
talked to latent skiing enthusiasts. They 
introduced them to the joys of a sport 
they had not known and all kinds of 
skiing equipment sold as a result. But 
this common denominator between the 
public and the private interest in skiing 
was carried out all along the broadest 
lines. Railroads planned Winter sports 
excursions to meet the public needs. New 
England towns planned ski hostels to 
meet the public need. Moving picture 
producers used ski backgrounds in their 
pictures and furthered the interests of 
the ski circles. It was a beneficent cir- 
cle and still is. 

The economic importance of good roads 
and their effect upon British economy 
was sold to the British people by Amer- 
ican automobile manufacturers, and with 
the roads built, the Britishers then de- 
manded American automobiles to meet 
their needs. 

Life Insurance 

Life insurance is a commodity that 
sells itself in this way. Because it has 
been effectively explained to the public, 
it represents to most people a satisfac- 
tion of their own wants, rather than the 
givine of profit to a seller, 

When soap is supplied free to chil- 
dren by school authorities to emphasize 
the importance of cleanliness, this pub- 
lic interest value sells soap to parents 
and to children. 

When a refrigerator is sold for the 
children’s ward in a leading hospital in 
the community in order that milk may be 
kept at the proper temperature for chil- 
dren, that is furthering the sale of 
refrigerators. 

When American women know that the 
silk manufactured by American looms 
has the style they expect of Paris silk, 
because France, as a gesture of good 
will exhibits it at one of its important 
museums, more women who want and 
need fashionable silks will recognize 
that American silks meet their needs. 

More men and women will deposit 
their money in savings banks when thrift, 
lauded by publicists because of its public 
interest values, becomes again the basic 
virtue that it was. The New York Stock 
Exchange will be the market place for 
more securities and for more buyers 
when the symbol of its blackness has 
been turned into white by recognition 
on the part of more public leaders of 
its function in our system. 

The American Economy 

The American economy will be re- 
habilitated when industry and business 
recognize that private interest and the 
public interest must coincide. When all 
recognize and act on this principle, so 
will the public. As the public recognizes 
it there will be dissipated any feelings of 
non-accommodation or antagonism that 
may now exist between public and busi- 
ness and government. Then, because 
this is a democracy, government must 


(Continued on Page 4) 
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John Hancock History 
Presented In New Book 


ACCOMPLISHMENTS OF 75 YEARS 





Story Told in Unusually Readable Man- 
ner; Book Also a Splendid Typo- 
graphical Achievement 





No one knows better than those in 
the public relations divisions of the in- 
surance companies that almost every 
company has a personality of its own. 
Furthermore, none better realize that 
one of the most difficult of all accom- 
plishments is to dramatize that personal- 
ity which in itself may be intangible by 
making its atmosphere, its history, its 
spot in insurance, a vivid identity full 
of color. 

One sure way of bringing home to the 
production force of a company the per- 
sonality of the company, the striking 
things which over the years have con- 
tributed to the personality and have made 
the intangible tangible, is by the publica- 
tion of a book reviewing the history and 
the accomplishments of the company, 
written in good literary style, attractive- 
ly illustrated and printed, with the wealth 
of material available to the author chosen 
with discrimination. 

Such a book has just been written 
about the John Hancock and has gone 
out to the field forces. 

Has 5,000,000 Policyholders 

The John Hancock is seventy-five 
years old and by April 21 its anniver- 
sary date, there were 5,000,000 policy- 
holders and more than 11,000 employes. 

“All of the company’s triumphs are of 
peace and may well seem undramatic to 
the casual reader,” says President Guy 
W. Cox in the book’s foreword, “but 
even he may be impressed with a sense 
of strength, of life and growth which 
may challenge his imagination. In a 
degree, it is the story of the combined 
efforts of millions of men, women and 
children. Many readers can say: ‘I was 
and am a part of this.’ We hope such 
readers will be stimulated to continue to 
be even a greater part in coming years.” 

The company’s first office was a single 
room in the rear of a building at 41 
State Street, Boston. The first annual 
report issued on January 1, 1864, showed 
outstanding policies numbering 176. 
The John Hancock quickly made a 
place for itself. In its first five years 
it wrote $10,000,000 and as early as 1866 
the by-laws were changed to provide 
for annual.distribution of surplus to pol- 
icyholders.. In 1870 the company opened 
an office in Indiana, and in 1872 was 
admitted to Maryland. First New Jersey 
general agency was established in 1874. 
With the opening of agencies in the 
Greater Boston area and in Baltimore 
the weekly premium plan was established. 
Before the year 1879 other Industrial 
agencies had been opened in Philadel- 
phia and New York. At the end of its 
second full year of writing weekly pre- 
mium insurance the Industrial depart- 
ment had in force 36,000 policies for 
nearly $4,000,000 insurance. Beginning 
with 1901 Ordinary life insurance was 
sold by Weekly Premium agents. 
Its Buildings 

The company’s first home office build- 
ing was on Devonshire and Federal 
Street, an eight-story structure, the com- 
pany occupying two floors. That was in 
1891 by which time the company had 
taken the lead among New England life 
companies in amount of new business 
written, 

Continued growth of the company com- 
pelled a further building program. Prop- 
erty adjoining the original building was 
purchased for a new structure which 
was erected in three sections, first of 
which was occupied in 1905. By 1908 
the company’s income had increased to 
nearly $20,000,000 and assets to $48,000,- 
000. Early in 1918, fifty-six years after 
incorporation, the company passed a bil- 
lion in force and also for the first time 
in its history the new Ordinary insurance 
written that year exceeded a hundred 
million. 

The present home office building was 
completed in May, 1922. There was no 
suspension of business in moving into 


the new building. It took three days 
and 1,800 persons were then attached to 
the home office. 

The accomplishment of a million dol- 
lar debit was reached in 1928. It had 
taken forty-two years for the John Han- 
cock to build an Industrial debit of $500,- 
000. Simultaneously with this achieve- 
ment the company had reached the mark 
of $500,000,000 in assets and there were 
three billions of dollars of outstanding 
insurance. The billion dollar mark in 
payments to policyholders came in April, 
1934. At the end of 1935 the company 
stood in eighth place among American 
legal reserve life companies in amount 
of insurance in force. A gain bf $222,- 
514,748 brought the figure to $3,815,663,- 
270, at the close of 1936, thus advancing 
the John Hancock to sixth place. In the 
first quarter of 1937 an increase of 80% 
over the same period of 1936 brought 
the insurance in force to the figure of 
$3,928,785,000. 

Predecessors of Guy W. Cox as presi- 
dent of the John Hancock were Judge 
George P. Sanger, Lafayette A. Lyon, 
George Thornton, Stephen H. Rhodes, 
Roland O. Lamb and Walton L. Crocker. 


FRANK MULLIGAN TRANSFERRED 


The Prudential has transferred Frank 
J. Mulligan from Brooklyn back to the 
Harris L. Wofford agency, New York 
City, as assistant manager. 





In Lloyd Patterson Agency 





CHARLES H. BIESEL 
Charles H. Biesel has joined the Lloyd 
Patterson Agency of the Massachusetts 
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Mutual Life at 100 East Forty- 
Street, New York City, as a uit ot 


ager. 
Mr. Biesel is of the University of Vj 

ginia Class of 1933 and was associated 
with the Connecticut Mutual Life _ 
New York City for three years. Whe, 
the Tompkins Agency of the Provide 
Mutual opened in New York two oie 
ago, Mr. Biesel became production mn. 
ager of that agency and remained there 
until it closed recently, 


Women Plan Christmas Te, 
Dec. 21; Some Other Event; 


A Christmas tea for insurance women 
in Greater New York is being arranged 
by a group headed by Mrs, Kathryn 
Ford, president of the League of Insyr. 
ance Women, to be held Tuesday, De. 
cember 21, at Pennsylvania Hotel be- 
tween 4 and 6:30 o'clock. There will 
be refreshments and a musical program 
of Christmas carols and old Southern 
songs. Among the artists will be Helen 
Bristol, soprano; Louise Fagg, mezzo go. 
prano; and Coraline Whiddon, contralto 
All insurance women of New York City 
will be welcome and for reservations 
may telephone Charlotte King at the 
Devitt agency, 60 East Forty-second 
Street. Present at the tea will be Miss 
A. Winifred McLaughlin, attorney of the 
Equitable Society home office, who will 
be chairman of the round table discuys- 
sion to be held January 18 before the 
New York Women’s Bar Association 
which will be participated in by insur. 
ance women also. 

Mrs. Ford, who in addition to beine 
president of the League of Insurance 
Women, is chairman of the insurance 
section of the New York City Federa. 
tion of Women’s Clubs, chairman of the 
School of Finance and Education for 
Women and also head of the Commit- 
tee on Public Relations for Women of 
the Life Underwriters Association of 
New York City, announces that there 
will be a conference under the auspices 
of the New York City Federation of 
Women’s Clubs on February 16 at the 
Herald Tribune auditorium on the gen- 
eral theme of “The American Family as 
a Unit” at which insurance will be pre- 
sented as an important factor. Mrs. 
Ford is connected with the Myrick 
agency of the Mutual Life. 





AUGUSTUS F. COMBS DEAD 

Augustus F. Combs, 68-year-old South- 
ern California agency director New York 
Life, died December 10 in the California 
Hospital, Los Angeles, the victim of a 
naralytic stroke last July. A _ native of 
New Jersey, Mr. Combs entered the 
service of the company in New York 
forty-five years ago and had been active 
in its organization in California. He was 
a member of the Life Insurance Man- 
agers Association of Los Angeles and 
belonged to the Los Angeles Athletic 
Club. He leaves his widow and a sister, 
Mrs. Emma Deitrick, of New York. 


E. L. Bernays’ Talk 


(Continued from Page 3) 
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It seems to me that the matter of the 
kind of salesmanship we stand for today 
assumes a greater importance than mere- 
ly satisfying our own interest in selling 
goods and making profits. 

The public’s main contact with indus- 
try is in the way in which goods are 
sold to it. If we accept the criterion 
that the public interest is the determ- 
ing factor in every sale we make, an 
that private profit is the essential and 
logical sequence—we are helping 
maintain our traditional system. If we 
use any other method we are strengthen 
ing the enemies of our system, weaket- 
ing the position of our industrial democ 
racy. It is essential that salesmanship 
from the broadest standpoint contribute 
to preserving the pattern of the Ameri 
can traditional system—in order to avo 
another kind of system. 
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ty-seeni # Agent Has Performed 





unit map. Rs a 
| Great Social Function 
y of Vir. 

associ ’ 
fet yULL TELLS BOSTON LIFE ASS'N 
rs. When ion Forces and Early Leaders 
Providen aed With Setting Up Present 
ties years Protection of American People 

10N man. 





ie Tribute to the life insurance agents 
j the country for their important func- 
tion in verengar people to pet 
° 000,000 of life insurance protec- 
: Tea mp also the foresight of carly lead- 
Events fs of the business in establishing what 
: tas come to be known as the American 
€ women Bivency System and for conserving the 
arranged $9,000,000,000 of assets back of that 
athryn protection was expressed before the an- 
io ntl meeting of the Boston Life — 
j yriters Association, now in its fifty 
h e- Beit year, at the Boston Chamber of 
ere will Ecommerce Thursday evening by Roger 
Program R, Hull, managing director of the Na- 
Southern tional Association of Life Underwriters. 
© Helen \fr, Hull’s talk was viewed as timely be- 
n€ZZ0 $0- J ice of current agitation by persons 
contralto, outside of the business for “over-the- 
ork City counter” sale of life insurance which 
be has proved ineffective in producing any 
a important volume of protection for the 
he Mj American people. 
iss Discussing some of the broader as- 
ey of the pects of the work of the agent and its 
who will importance in the social and economic 
Fev life of the people Mr. Hull said: 
sociation Differs From Other Selling 
Yy insur- “Life insurance selling differs from 
ther types of selling. Its objective is 
to beine Jto persuade people to forego present 
nsurance fenjoyments in return for future bene- 
nsurance [its, which, involves a high degree of 
Federa. altruism. This element of altruism dif- 
n of the [ierentiates life insurance selling from 
tion for [the selling of tangible objects such as 
Commit. fJaitomobiles. It is the ability to paint 
omen of this picture, which justifies placing the 
ution of successful life insurance salesman upon 
at there fahigh plane of esteem and honor in his 
auspices community. Not everyone can perform 
ation of this kind of service. It involves fre- 
) at the [quent rebuffs. The quality of salesman- 
he gen- Qship that has placed in force in the 
amily as | United States $110,000,000,000 of life in- 
be pre- [surance has been high. ; 
Mrs, ‘This system is one of the essential 
Myrick [foundations of the magnificent struc- 
ture of protection which has had so pro- 
found an influence upon the social and 
economic life of the nation. Our early 
EAD leaders had the foresight to see that 
1 South- nly through aggressive, personal sales- 
-w York Bmanship could life insurance fulfill its 
alifornia [manifest destiny. Without the agency 
m of a ffsystem, America could not have been 
ative of Binformed’ of the services of life in- 
red the surance. 
w York “We have noted the important part 
n active Bplayed by the agent in motivating peo- 
He was fle to overcome the tendency to procras- 
e Man- Ftinate. Mention should also be made of 
les and §the service of the agent in analyzing 
Athletic — the needs of the buyer and helping him 
a sister, [to choose from among the many forms 
ork. of life insurance which have been de- 
veloped to meet the various circum- 
stances connected with family and busi- 
lk ness protection and with the building of 
1 retirement incomes. 
Performs Needed Services 
“Both at the time the original policy 
‘om its is taken and during the years it remains 
in force, the service of the agent is in- 


























of the Braluable in arranging for the settlement 
r today $f the insurance under one or more of 
1 mere- the income options contained in the con- 
selling Btracts. As family conditions alter and 
's the laws relating to taxation are 
indus- |changed, policies may require readjust- 
yds are @ ent to the new conditions. This is an 
riterion | Xtensive, complicated field and service 
termin- ft will be adequately rendered only by 
ce, and fpthe alert agent. 
al and Experiments have been made here 
ing to Md there to do a life insurance busi- 
If we @"°SS without agents. Some have had 
igthen- #Svernmental backing. All are operating 
eaken- #*"0ng a public made life insurance. con- 
democ- f!0us by the activity of the representa- 
ranship #e''Ves of the old-line companies. Hence 
tribute their record tells us nothing about what 
Ameri: Bld happen, if their experiments had 
> avoid Meeen tried in communities where there 


(Continued on Page 8 





















































KEEP THIS SELF-PROMISE 


December is always a good month for framing 


those resolutions for the approaching year. 


Make one of yours a determi- 
nation to find family pro- 
viders who have little or 
no insurance. Convince 
them that procrastination 
is a serious mistake. 


Then ask them to make a resolution 
for 1938— pledge to acquire 
as much protection as pos- 


sible for those who believe in 


and depend upon them. 

















Rothaermel To Head | 
Continental Agencies | 


ELECTED VICE-PRESIDENT | 





Wilmington Company Selects Well 
Known Head of Equitable Society’s 
Central Dep’t at Chicago 





At a meeting of the board of direc- 
tors of the Continental American Life 
of Wilmington, William M. Rothaermel 
for many years prominent in the field 
organization of the Equitable Society 
and for the past ten years at the head 
of its Central department at Chicago, 
was elected vice-president in charge of 
the agency operations of the company. 
Notice of this change was sent to the 
field force by President A. A. Rydgren 
yesterday. ‘ 

Entering the life insurance business in 
1919, as agent for the Equitable So- 
ciety, Mr. Rothaermel was soon pro- 
moted to the position of supervisor and 
then to the position of assistant to the 
resident supervisor of agencies located 
in Chicago. He was called to the home 
office of that company in 1923 and spent 
the next five years in various capacities 
in its home office agency department. In 
1928, he was appointed superintendent 
of agencies of the Western department 
of that company, with headquarters in 
San Francisco. Then in 19290, he was 
promoted to superintendent of agencies 
of the Central department, with head- 
quarters in Chicago, a larger department 
consisting of thirteen Middle-Western 
states. 

As superintendent of agencies of the 
Central department of the Equitable So- 
ciety, Mr. Rothaerme] was in charge 
of twenty-six agencies including six of 
the leading ten agencies of the Society. 
Under his supervision, the Central de- 
partment advanced from being the sec- 
ond largest department of the Society 
producing 28% of its total new business, 
to the largest department producing 33% 
of its total business, 

In a letter to the agents of the Con- 
tinental American President Rydgren 
said: “Mr. Rothaermel’s experience of 
successful agency advancement from per- 
sonal producer to superintendent of 
agencies, eminently qualifies him for as- 
suming the position and resnonsibilities 
of vice-president in charge of the acen- 
cies of the Continental American. With 
Vice-President Rothaermel in charge of 
agencies, Vice-President Benner in 
charge of investments, and Vice-Presi- 
dents Jones and Bell in charge of the 
various home office activities, we now 
have a well-rounded executive staff fully 
capable of rapidly expanding the activi- 
ties of the company.” 


DINNER TO JOHN F. WALSH 
Charles A. Murphy, Jr., Plays Host To 


Man Born in Same House as He In 
Albany, New York 

John F. Walsh, assistant superintend- 
ent of agencies Home Life, who removes 
to Chicago January 1 to become a resi- 
dent home office official in that capacity, 
was guest of honor at a dinner given 
by the Charles A. Murphy, Jr. agency in 
Providence, at the Hotel Biltmore, New 
York, December 14. 

Mr. Murphy brought out an unusual 
incident in his remarks complimentary 
to his home office guest, by observing 
that although he and Mr. Walsh were 
hoth born in the same house in Albany, 
N. Y., it was thirty vears later that 
their paths crossed again. Both were 
engaged in agency work in the same 
company in the life insurance business, 
Mr. Walsh as assistant superintendent 
of agencies and Mr. Murphy as a gen- 
eral agent. 


EMPIRE LIFE APPOINTMENTS 

The Empire Life announces the fol- 
lowing appointments: S. A. Pearce as 
manager of a new Montreal agency to 
be known as Montreal 2; H. D. Fer- 
guson as branch manager at Vancouver, 
and J. G. Protheroe as general agent 
for Winnipeg. 
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Provident Mutual Has 
13% Gain Over 1936 

AVERAGE POLICY WAS $4,000 

President M. A. Linton Addresses Gen- 


eral Agents Ass’n; J. H. Cowles Ass’n 
Head, L. C. Sprague Vice-President 








New business of the Provident Mutual 
Life totals $69,447,000 to date which is 
greater than the entire business of 1936 
and 13% ahead of the corresponding 
figures for last year, M. A. Linton, presi- 
dent of the company, told the company’s 
General Agents Association at a meet- 
ing held in Chicago last week. Although 
a major portion (52%) of the business 
continues to be written on the Ordinary 
or Limited Payment life plans, 22% of 
it is Endowment insurance, including 
the company’s special “Provident Pro- 
vidor” policy. The average policy this 
year is $4,000. 

Lapsation continues to recede, Mr. Lin- 
ton said, and insurance in force has in- 
creased $16,300,000 in eleven months as 
against $8,000,000 for the entire year 
1936, bringing the company’s outstand- 
ing insurance to $959,200,000. Mortality 
for the year has shown an improvement 
of 5%. The status of outstanding mort- 
gage investments continues to improve, 
although new loans of adequate security 
are still relatively scarce. Interest col- 
lections, including back interest instal- 
ments, are running at the rate of 99% 
of the payments due. 


New Prospecting Plan 


An entire day’s session was devoted to 
a presentation of plans for 1938 by 
Vice-President Willard K. Wise and 
members of the agency department, with 
full and very interested discussion by 
various general agents. 

In opening the forum Mr. Wise 
stressed the importance of the com- 
pany’s plans for prospecting, and stated 
that experimentation with a certain 
group of agents had shown an improve- 
ment of 20% in new business for the 
first nine months of the year. Manager 
of Agencies Franklin C. Morss related 
the company’s progress in 1937 to the 
plans for 1938 and told the group that 
the effect of business conditions upon 
the agency force is of more significance 
to a life insurance company than their 
effect upon the general public which al- 
ways contains a number of prospective 
buyers. Others who presented various 
phases of the program for 1938 were 
Walter D. Cross and Malcolm L. Wil- 
liams, assistant managers of agencies; E. 
Milnor Bechtel and Ernest A. Farring- 
ton, agency assistants; Henry Bossert, 
Tr. manager of agency research; C. 
Sumner Davis, editor of Publications; 
Alfred H. Cooper, in charge of sales 
promotion, and Nelson A. White, ad- 
vertising manager. 

Round table discussions on recruiting 
and the increased production of veterans 
were conducted on Wednesday by small 
groups led respectively by Willard 
Ewing of Kansas City and James H. 
Cowles of Los Angeles. Those partici- 
pating were: Lewis C. Sprague, New 
York; J. Stinson Scott. Rochester; Joe 
B. Long, Knoxville; Samuel P. Ellis, 
Cincinnati; Paul Loder, Philadelphia; 
Elmer S. Albritton. Chicago; and Ray- 
mond E. Holway, Vermont. 

Dr. Samuel Stevens, professor of psy- 
chology and dean of University College 
at Northwestern University, outlined the 
three great urges which differentiate 
human beings from the animal world as 
the social urge, the rational urge and 
the egotic urge, and stated that for 
many individuals the business of selling 
life insurance fulfilled all of these urges. 

“The man who longs for success to 
gratify his normal egotic urge, but whose 
present business denies him the oppor- 
tunity for sure success, will frequently 
find in life insurance an answer to the 
most basic problem in his life,” Dr. 
Stevens said. “The man whose social 
urge craves contact with human beings 
will usually find in life insurance an out- 
let for his desire for human relation- 

(Continued on Page 8) 


HOW IS YOUR SEASON? 


By Julius M. Eisendrath, 
Manager, Guardian Life, New York City 


How often have I been asked what is 
the best season for your business? Or, 
is the Summer a bad time for the insur- 
ance business? Or, is not the holiday 
season one which people are too busy to 
think of life insurance? And numerous 
questions and discussions with a similar 
thought have I listened to. Recently | 
was reminded that general business con- 
ditions were rather unfavorable and that 
no doubt our business must be suffering 
from the effects therefrom. 

All business depends upon the con- 
sumers attitude and ability to purchase 
its commodity. I feel I can say without 
fear of contradiction this holds good to 
the least degree in our business. No 
business is more dependent upon the at- 
titude of the seller for its success than 
ours, nor does in any other business the 
salesman have greater control upon the 
buyer’s attitude. Supply and demand are 
the important factors in all business, so 
let me treat these two individually. 

Supply—ours is unlimited. At least for 
the time being, we can furnish all the re- 
quirements to which a good risk is en- 
titled, without fear of a raised price if 
demand is high or reduced price if by 
low demand and “goods do not move,” so 
that there is one fluctuation to which 
other commodities are subject, that need 
not disturb us. 

Demand—in my years in the life insur- 
ance business, I have never witnessed a 
“season” like in other lines where 
through circumstances, the demand was 
such that customers almost begged for 
goods. The demand in our line always 
seems nil and like in any other business 
with a good supply without a demand, we 
have to go out and create one. How? 
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Well the first thing we need is a healthy 
human being, with a need for and the 
finances to pay for our commodity. The 
need alone still leaves us without demand. 
Strange but true it is that as well as 
people are sold on the institution of life 
insurance and what it means to their eco- 
nomic as well as social affairs, they still 
don’t buy. They must be sold. The 
strongest motivating power in human 
life is desire. Men live or die for it. 
Homes are built or ruined by it, depend- 
ing on whether the desire is for good or 
bad. Why then not use this powerful 
instrument, desire, even as a road to least 
resistance, In selling to the individual 
an experienced salesman will vouch for 
the fact that a sale can be motivated by 
the desire of a prospective buyer, rather 
than by his needs. In seeking an exam- 
ple in other lines, of a “desire” sale let 
us look at the automobile salesman. He 
does not any more call attention to qual- 
ity of steel, what kind of a carburetor or 
other parts the car contains, but beauty 
of lines, ease of riding qualities, comfort 
in front and rear seat—in short, without 
calling much attention to the economic 
value as to how much you get for your 
dollar in intrinsic value, but what the 
article will do for your pleasure, your 
comfort, your health. He does not sell a 
vehicle, he sells the things the vehicle 
will do for you and creates the desire 
for these things. Then why should not 
this method be successful for us to use? 
Having, as I stated, the prospect with the 
requirements, health, need and finances, 
how can I create the desire? By making 
him dissatisfied with his present condi- 
tion and making him desirous of improv- 
ing same. 

Let us for a moment forget we are 
salesmen and make believe, as I have so 





AGEN T 








often heard said, that we 

sionals. For want of a title wean 
selves doctors of economic stress 
is not considered good form . aa 
medical doctor “how is business >” 
sounds better to say are you busy th kt 
days. If he is sufficiently busy the ~ 
nomic result will speak for itself Ty, 
worse physical conditions are, the busi, 
he is, to help humanity and improve th, 
health condition of his patients, Whe, 
conditions are good he still keeps = 
to keep his patients in good health ik 
lacks one help in his practice that ~ 
have, he cannot ethically search fo 
patients. ¥ 


Business Conditions Have Little Effect 


What about us, the so-called doctors oj 
economic stress? Ask us not how r 
business, but are you busy. Are we seri 
ously and sincerely interested in the =. 
nomic condition of our fellow-men? Ds 
we analyze their social condition and hoy 
their economic position relates to it? 
Do we bring out, in a way that unmis. 
takably brings out the fact that our an. 
alysis means much more to the pa- 
tient than it can mean to us, that ou; 
plan will do for their families’ comfort 
what no other economic plan can do, that 
it will give our patient as well as his de. 
pendents, peace of mind, immediate an( 
future financial independence, that the 
deposits he makes for our services will 
give him more money spent on luxuries 
and other immediate comforts? Do ye 
make him realize that in case of an 
emergency the comforts and economic 
security his dependents now enjoy can 
be continued and that our commodity wil 
establish capital to replace earning that 
now comes from his labor, at a time 
when his labor ceases to be productiye? 
In short, do we take pains to show a plan 
and convince that our patients, or let us 
again call them prospects, would be much 
better off with that plan than they would 
be without it? 

Seasons, yes we have business seasons, 
but unlike those in other business, we 
control them. Business conditions playa 
small role in our affairs. The very rea- 
sons men give us for not buying are the 
reasons we should use for selling. No 
money—the less money one has the 
greater the need for life insurance, a 
little harder to convince but reduction 
of just a small luxury can be used as an 
argument to establish the increase of se- 
curity and happiness. Reduced income— 
if our prospects know what poverty te- 
duced income can bring, they must real- 
ize the pangs of hunger caused by a 
total elimination of income caused }y 
death. 


Are business conditions bad—not in our 
business for the man who keeps busy— 
not for the man in our business who has 
the industry, vision and courage to bea 
doctor of economic stress, who com 
bines good judgment with sincerity, who 
when business conditions are g 
knows how to serve his clients to take 
advantage of the situation and help him 
to set aside some of his present income 
to create future income. Not for the 
man who when conditions are so-called 
not so good, keeps busy, calls on sufi- 
cient prospects and by the sound, ret 
sons at his command helps them to m 
prove their economic conditions, and tN 
many cases keep men from their ow 
weaknesses by changing wrong desitts 
into right ones. ab 

How is business? The answer is it # 
good only because we know how to Col 
duct it. No business as an institutiot 
has stood the test our business has in the 
last decade. If anything, the economl 
depression has played in our hands. t 
has given our clients an experience thi 
makes them more desirous for our com 
modity. i 

Business is good. We have seasons, # 
of them we control. They do not contr 
us or the nature of our returns, Ot! 
mental attitude is the backbone of ol 
affairs. So, when you are asked hat 
you seasons in your business, or is 
summer heat an obstacle, or holiday s* 
son a hindrance, be able to say we ha’ 
seasons in our business unlike those © 
other business—they have no_ influent 
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Named General Agent For 
The State of South Dakota 





WINSLOW S. BURNETTE 


Winslow S Burnette, Aberdeen, S. D., 
district agent of the Northwestern Mu- 
tual for more than twelve years, will 
become general agent for South Dakota, 
with headquarters at Sioux Falls, on 
January 1, it is announced by Grant L. 
Hill, director of agencies. He will fill 
the vacancy caused by the death on 
September 14 of Frank Kelley. 

Mr. Burnette joined the company in 
March, 1921, as a sub-agent and was ad- 
vanced to district agent in 1924. During 
the five-year period of 1932-36, his dis- 
trict reported more than $1,100,000 in paid 
for business, a record for that territory. 
At age 40 Mr Burnette becomes general 
agent for the entire state of South 
Dakota. 





Praises Agents 


(Continued from Page 5) 


were no regular life insurance agents. 
We can confidently believe, however, 
that the amount of insurance that would 
be maintained in force under such con- 
ditions would be utterly inadequate to 
meet the needs of the community; and 
the saving that might be realized in the 
unit cost of the reduced volume of in- 
surance would be offset many times by 
the tragic loss of protection suffered by 
countless widows and children. More- 
over, what insurance was in force would, 
in a large proportion of the cases, be 
improperly adjusted to the needs of the 
policyholder and his family. 

“T, therefore, reach the conclusion that 
the life insurance agent has become— 
must become—a social engineer. The 
life insurance agent performs a service 
which society as now constituted can- 
not afford to do without. He is worthy 
of his hire. Life insurance needs of 
America will never be met through sales 
over the counter, like sugar and flour. 
They cannot be serviced through a clerk. 
Those who scoff at the life insurance 
agent on the ground that his mind is 
centered on the completion of the sale 
are attempting to tear down the system 
which has constructively built up this 
$110,000,000,000 of protection. I have 
never heard—have you—any widows or 
dependent children criticizing the agent 
who sold their husband or their father 
the living income which continued after 
he had gone. 

“The life insurance agent has it with- 
in his power, through life insurance and 
annuities, to lift from the citizens of 
America the weight of fear and dis- 
couragement—fear lest one may die too 
soon, and leave his dependents helpless 
—discouragement because one may live 
too long, and become a burden to his 
children.” 





HEARD On The WAY 





At a meeting in London of the Insti- 
tute of Actuaries and of the Faculty of 
Actuaries in Scotland, a gold medal was 
presented to William Palin Elderton, 
CBE... FLA. F.P.A., by the Institute 
and the faculty jointly, in recognition of 
his distinguished services to actuarial 
science. The medal was designed by Gil- 
bert Bayes, with a portrait of Mr. Elder- 
ton in profile on the front and the in- 
signia of the two societies on the back. 

Presenting the medal, Henry Brown, 
president of the Institute, spoke of the 
debt owed by actuaries throughout the 
world to Mr. Elderton, not only for his 
own personal contributions to the de- 
velopment of actuarial science, but also 


for the help and encouragement he had 
constantly given to young men, both in 
Britain and abroad. 

Mr. Elderton, responding, thanked the 
presidents and those present for the 
tribute paid to him, and referred to the 
encouragement he had received from his 
seniors in his early days. His work for 
junior actuaries to which reference had 
been made, he added, was the repay- 
ment of a debt. 

The last time the two societies jointly 
presented a gold medal was in 1929, 
when G. J. Lidstone was the recipient. 
Mr. Lidstone was manager and actuary 
of the Scottish Widows’ Fund after be- 
ing actuary and secretary of the Equit- 
able Life, of which Mr. Elderton is now 
actuary and manager. In 1927 the In- 
stitute of Actuaries presented a_ gold 
medal to the late George King, F.I.A. 


Uncle Francis. 
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9-way Policy 
insuring against Sick- 
ness, Accident, Acciden- 
tal Loss of Limbs or Sight, 
Old Age and Death, 
(with Four out of Five 
Payments going to 
LIVING policyholders), 
offers the complete cov- 
erage that people are 
buying and that agents 
are selling. Send for 
“PROOF”... our latest 
5-way circular. 
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Brooklyn Life Supervisors 


Plan for Sales Confereng, 
The Brooklyn Life Supervisors Asso. 
ciation in session Tuesday noon at the 
Hotel Bossert decided that early in 19% 
probably in February, the associatig 
will invite the life managers and gener, 
agents of Brooklyn to join with the 
pervisors in a sales conference to di. 
cuss plans for 1938 and to consider ge. 
eral phases of life insurance agen 
work, 4 
Tentative plans presented by (Cy 
Haas, Kee agency, Mutual Life, who 
chairman of the program committee, cyl 
for a morning meeting which will pre. 
sent a series of six speakers. Subjects 
will include these: “The full time super. 
visors job.” “Joint work.” “Recruiting” 
“Agency meetings.” Speakers will jp. 
clude both managers and supervisors. 
Working with Mr. Haas on the pro. 
gram committee are Edward Rosep. 
baum, Peacock agency, Equitable Sp. 
ciety, and Rowland C. Lomer, Aysti 
agency, Aetna Life. Jerome Siegel, Mc. 
George agency, Prudential, president of 
the Brooklyn Life Supervisors, presided 
at the meeting Tuesday. 


Labor Endorses “Over-The. 


Counter” Sale of Insurance 


At the recent meeting of the Ney 
York State Federation of Labor Execy. 
tive Council a resolution was passed en- 
dorsing “over-the-counter” sale of life 
insurance through savings banks. It was 
evident from the discussion that organ- 
ized labor would get behind a bill t 
permit such insurance at the coming 
session of the legislature. 


HARRY WRIGHT ENTERTAINS 

Harry Wright of the Equitable Society 
in Chicago gave a luncheon December? 
to officers of the National Association of 
Life Underwriters. Mr. Wright is chair- 
man of the membership committee. 


Provident Mutual 
(Continued from Page 6) 


ships. The man who finds himself a 
sea, unable to rationalize his existence i 
terms of benefit to others, will find that 
the sale of life insurance offers the op- 
portunity he has been searching for. 

“The problem of the general agent 1s 
to find out which urges motivate his 
prospective agent, and to interpret life 
insurance in terms of its relationship t 
each.” 








Banquet Speakers 


The annual banquet of the associatio 
was held on Wednesday evening in th 
Michigan Room of the Edgewater Beach 
Hotel, and was presided over by Steacy 
E. Webster, president of the association 
The speakers were Dr. John L. Davis, 
of New York, and Lowell W. Davis, © 
Hartford, who convulsed his audience 
with an exceedingly whimsical commet- 
tary on the home office and other 
phases of a general agent’s life. His 
clever lampooning of his associates wa 
one of fhe high spots of the entire cot 


vention. 
New Officers 


James H. Cowles of Los Angeles w# 
chosen president of the association fo 
the following year, to succeed Steacy E 
Webster of Pittsburgh. Other office 
elected were Lewis C. Sprague of New 
York, vice-president; J. Henry Hoopt! 
of Baltimore, secretary-treasurer, am 
Lee Prothers, of Minneapolis, auditor 
Louis F. Paret of Philadelphia and J 
Stinson Scott of Rochester were electe® 
to the executive committee. 

Four home office speakers were on tit 
final day’s program. They were: Vice- 
President and Actuary Edward W. Mar 


shall, who spoke on life insurate 
equipment; Vice-President F. Phelps 
Todd, who spoke on underwriting: 


President M. A. Linton, who discusst’ 
the relationship of economic factors © 
the sale of life insurance; and Vice 
President Willard K. Wise, who clos 
and summarized the convention. 
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goney Cites Statutes 
Covering Group Risks 


MUST BE SIGNED BY RESIDENT 





Carolina Commissioner Says 
Home Office Group Representatives 
May “Assist” Licensed Agent 





Insurance Commissioner Dan C. Boney 
of North Carolina has sent to Group 
writing companies a warning about con- 
joming to statutes of that state in 
vhich he says: “It is necessary that 
yhere a Group master policy is written 
on application taken outside this 
iwrisdiction covering individuals in the 
sate, the certificates covering lives 
yithin this state must be considered as 
North Carolina business’ and reported 
through the office of some general agent 
esident in or having territory within 
the state. Furthermore, an_ individual 
certificate issued under such master 
solicy cannot be written except upon 
pplication taken by a duly licensed 
esident North Carolina agent. 

“Salaried home office Group repre- 
sentatives will be permitted to assist in 
taking applications for certificates un- 
fr a master policy only when such 
home office men are accompanied by a 
inly licensed resident agent.” 

Citing Sections 6301, 6302 and 6287 of 
the North Carolina law, Commissioner 
Boney concluded with this statement: 
You will note that a master policy 
covering lives in the state must be 
countersigned by a licensed resident 
North Carolina agent who may pay not 
exceeding 50% of the regular commis- 
sons allowed on such business to a 
licensed non-resident broker’.” 


Prof. Greaves Holds Meeting; 


Forerunner to N. Y. Course 
Hubert Greaves, professor of public 
seaking at Yale University, who has 
been secured to conduct the public 
speaking course for the Life Underwrit- 
rs Association of New York City, ad- 
lressed an open meeting of the asso- 
‘jation at the Hotel Pennsylvania on 
Wednesday afternoon. The meeting was 
1 forerunner to the series of fifteen class 
sessions which is scheduled to start Jan- 
ary 5 and to be held on consecutive 
Wednesdays. 

Plans as announced by Charles E. 
Bartlett, Metropolitan Life manager, who 
s chairman of the public speaking 
course, now provide for two two-hour 
sessions on each Wednesday that the 
course includes. One period will be 
from 4 to 6 o’clock, another from 7 to 9 
o'clock. More than fifty members have 
already registered for the course. Cost 
lor the fifteen meetings is $30. 





Connecticut General Makes 


Change in Dividend Scale 


The Connecticut General Life has 
made an adjustment in its dividend scale 
toga er ciating policies for the year 
938, 


The net effect of the new scale is, in 
general, an increase in the dividends on 
premium paying policies and a reduction 
in the dividends on Full Paid and Single 
Premium policies where the reserve is 
substantial and interest is the major 
factor. At extremely long durations on 
premium paying policies, there are also 
some reductions, 

Dividends left with the company at in- 
terest under participating policies will 
accumulate at 314% interest from the 
rad anniversary in 1938 until further 
otice, 


_ MUTUAL LIFE DIVIDENDS 

The Mutual Life of New York advises 
that its 1938 dividends will amount to 
4pproximately $22,500,000 and not $20,- 
0.000 as previously reported through a 
‘YPOgraphical error. 

JOHN H. DINGLE ANNIVERSARY 
John H. Dingle, general agent, Massa- 
lusetts Mutual, Chicago, on January 1 








will celebrate his twenty-fifth anniver- 
“ty with the company. 
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A new service that keeps client's loyalty 





to agent secure and unshakable 


The FAMILY-NEEDS FORECAST, 
Union Central’s remarkable new basic 
selling plan, puts the services of the life 
underwriter on as high a professional 
plane as those of the family doctor... 
and makes them almost as _ closely 
intimate. 

In the hands of an able Union Central 
representative, this Forecast gives each 


father a clear-cut picture of the seven 
vital needs that face fatherless families 

. gives him an expert diagnosis of the 
impact of those needs in Ais own family. 


This complete diagnosis of his problem 
permits a solution so logical and convinc- 
ing, so all-sufficing to the father’s needs, 
that his allegiance to the agent who pre- 
sented it is very likely to become 
permanent and exclusive. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI, OHIO 
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Full-page advertisement appearing in Saturday Evening 
Post, December 11th, and Time, December 13th. 
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Chicago Day Program 
Makes Hit With Crowd 

REPEAT PERFORMANCE GIVEN 

Louis Behr Takes a Leading Role in 


Dramatic Skit; J. H. Sherman 
Chairman for the Day 








The Chicago Day program staged last 
Friday by the Chicago Association of 
Life Underwriters met with such tre- 
mendous response that a repeat perform- 
ance was given Saturday morning. Both 
performances drew a capacity house. The 
dramatic skit, “You Can Have Every- 
thing,” depicted nine episodes in the life 
of a young insurance agent. Louis Behr, 
C.L.U., assistant manager, Lustgarten 
agency, Equitable Society, Chicago, took 
the role of the agent. 

The program was produced with 
cooperation of Miss Olivia Orth as 
dramatist. A. E. McKeough, A. 
Alexander & Co., president of the 
sociation, gave a few introductory re- 
marks, after which the episodes in the 
sketch were unfolded. John H. Sher- 
man, chairman of the Chicago Day com- 
mittee, manager, Alexander Agency, 
Penn Mutual, was interlocutor, and 
Bruce Parsons, general agent, Mutual 
Benefit, played the role of “Mr. Chi- 
cagoan.” 

The episodes portrayed several steps 
taken in the training of the new life 
agent that he might be a success in 
the business. Clever characterizations 
were injected into a number of the epi- 
sodes to bring out the effects of im- 
proper education. 

Those on the Program 

The episodes and their discussion lead- 
ers were these: 

“Selling the Business,” by E. B. Thur- 
man, general agent, New England Mu- 
tual; “Prospecting,” Berrien Tarrant, 
branch manager, Canada Life; “The Life 
of the Agency,” L. Mortimer Buckley, 
supervisor, Albritton agency, Provident 
Mutual; “Selling the Interview,” J. S. 
Braunig, assistant general agent, Dingle 
agency, Massachusetts Mutual. 

“Selling on the Basis of Needs,” by 
Harry G. Walter, assistant general agent, 
Stumes & Loeb, Penn Mutual; “Retire- 
ment Income Presentation Sale,” Donald 
A. Nash, Brennan agency, Fidelity Mu- 
tual; “Business Insurance,” A. W. Or- 
miston, Travelers; “Programming Ap- 
proach,” Raymond A. Frank, Caperton 
agency, State Mutual; and the final epi- 
sode, “Programming and Estate Plan- 
ning” by Mr. Behr. 

Stage assistants were Charles D. Fletch- 
er, Hughes agency, Massachusetts Mu- 
tual; Bruce M. Griffin, Alexander agen- 
cy, Penn Mutual; R. T. Shipway, Jr., 
Judd agency, Phoenix Mutual; Alfred 
G. Thoma, Guon agency, Metropolitan, 
and Edward H, Miller, Heifetz agency, 
Mutual Life of New York. 

The Chicago Day committee was com- 
prised of Mr. Sherman, chairman; Louis 
Behr; John H. Berryhill, New York Life; 
William G. Devers, Prudential; Gabriel 
Dunkelman, Metropolitan; V. T. Echert, 
New England Mutual; Marion B. Ers- 
kine, State Mutual, and E. E. Lamb, 
Columbian National. 
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HEADS ACTUARIAL CLUB 
R. R. Brown, vice-president and actu- 
ary, Oregon Mutual Life, has been elect- 


ed president of the Pacific States Actu- 
arial Club. 





insurance. 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 

A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 








Keep pay checks coming 
As long as they are needed 


Large or small a man’s pay check does a big job. 


Necessary now, it will be needed in large part when he no 


longer earns it. 


He will need it himself if he outlives working years. 


His family will need it if he dies prematurely. 


Small sums easily spared now will keep a substantial part 
of the pay check coming for some years after earnings cease. 


With a little more effort it can be continued until the 
children are self-supporting or as long as he and his wife live. 


How much income must the family have? How long will it 


be required? 


Our new folder, “Keep Your Pay Check 


Coming,” shows how much insurance is required to produce 
a guaranteed income of the amount needed for the period 


needed. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





L.O.M.A. PROCEEDINGS READY 

The printed proceedings of the 1937 
annual conference of the Life Office 
Management Association, held in Chi- 
cago September 29, 30-October 1, 2, are 
now being distributed to members. These 
proceedings contain approximately 350 
pages and are in bound form. Contrib- 
utors to the book number nearly fifty, 
including many well known company 
officers, 



















John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 












BOSTON C.L.U. MEETING 

The bi-monthly meeting of the Bos- 
ton Chapter Chartered Life Underwrit- 
ers held December 5 took the form of 
Ladies’ Night with George Paul Smith, 
Old Colony branch, New York Life, as 
entertainment chairman, Miss Corinne 
V. Loomis, John Hancock; S. D. Weiss- 
man, Equitable Society, and Arthur H. 
Dalzell, John Hancock, showed scenic 
moving pictures, 


BUT— 











PHILADELPHIA LIFE 


ed 


WE DO NOT COMPETE 
with our own General Agents— 





We have some open territory in western Pennsylvania, Northern 
New Jersey, Virginia, Indiana, and other points. 

For men of General Agency calibre we have a worth while 
General Agent's Contract. 


Philadelphia, Pennsylvania 


Program Complete For 
Northwestern Mutyg 


TO MEET HERE JANUARY 3. 





President Cleary to Make Open} M 
dress; Other Speakers Named 
Two-Day Convention 





L. Watts Norton, Durham, N. Cy has 
been selected as general chairman 9 
the twenty-third annual Convention of 
agents of the Northwestern Mutual Lit 
to be held at the Waldorf-Astorig j 
New York, January 3-4. The theme yj 
be “Give Yourself a Chance to Suceee, 
Through Organization and Determip. 
tion.” O. L. Gooding, Newark, is chair 
man of arrangements, and Albert M, 0. 
terbourg, Recht & Kutcher agency, Ney 
York City, is in charge of reception ani 
control. Nelson D. Phelps, assistant ¢. 
rector of agencies, is home office Tepre. 
sentative on the committees. 

A message from President M. J. Cleary 
will feature the opening session Monday 
morning, with Mr. Norton presiding 
Herman Duval, of the Clifford L, Mec 
Millen general agency in New York, anj 
the company’s leading producer during 
the past agents’ year, will expound the 
convention theme. Mr. Duval was on 
of the best received speakers at the 
annual meeting of the Association oj 
Agents at the home office last July. He 
is a charter member of the company‘ 
Marathon Club, consisting of agents 
writing 100 or more lives a year, and 
has retained this membership every year 
since the club was founded in 1915, 

Monday afternoon five sales clinics wil 
run concurrently, with Glenn B. Dor, 
C.L.U., Hartford, Conn., as general chair. 
man. Subjects and _ sub-chairmen are 
these: “Programming,” E. H. Earley, 
Brooklyn; “Simplified Selling,” Aaron C. 
F. Finkbiner, Philadelphia; “Supplemen- 
tary Selling,” Herbert L. Smith, Harris. 
burg; “Selling Juveniles,” Willard L 
Momsen, New York; “Taxation and Bui- 
ness Insurance,” Rudolph Recht, New 
York. 


University President Guest Speaker 


The clinics will merge into a gener 
session to hear Herbert L. Cramer, South 
Bend, Ind., concluding the Monday meet- 
ing. In the evening there will be the 
annual banquet, with Edmund Fitzgerald, 
vice-president of the company, as toast: 
master. The guest speaker will be Dr. 
Henry Wriston, president of Brown Uni- 
versity, and formerly head of Lawrence 
College, Appleton, Wis. ' 

Tuesday morning there will be a dis- 
trict agency breakfast directed by Earl 
Harnish, Lock Haven, and a CLI 
breakfast with R. U. Redpath, New York, 
presiding. 

Roger L. Baldwin, Washington, D. ¢ 
will preside at a general session for 
Atlantic seaboard agents Tuesday mot- 
ing, at which J. Vincent Talbot, Newark 
will speak on “Wake Up and Sell! an 
David B. Fluegelman, New York, on ‘“l0- 
tangibles in Life Underwriting.” Brook 
lyn agents will present a dramatic skit 
entitled “Give Yourself a Chance to Sw 
ceed,” the cast including Forest E. Chas, 
Frank Thomas, Kenneth Wells and F 
Walden McCarthy. Later Alex 
Worth, Durham, N. C., will speak. 

The convention will close with a lunch- 
eon conference under the chairmanship 
of Richard L. Hyde, Baltimore. _ Th 
principal address will be made by Gratt 
L. Hill, director of agencies, Milwauktt 


INSURANCE COMPANY 
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Saginaw Branch Leads All 


Agencies of Manufacturers 





P. C. BURNS 

The semi-rural territory covercd Dy the 
Sag inaw branch of the Manufacturers 
Life of Toronto I. d all seventy agencies 
of that company’s world-wide organiza- 
tion in November paid-for business. Man- 


ager of the agency is P. C. Burns. The 
distinction ot leading this far-flung 
agency organization usually goes to a 
metropolitan city branch hke Philadel- 
ghia, Montreal, Chicago, Calcutta or 
Bombay. 


Manager Burns’ agency has been com- 
ing up among the leaders since early in 
the year, being second in October. In 
193 the agency won the president’s 
trophy for the greatest agency develop- 
ment, Manager Burns spends compara- 
tively little time in his office in Saginaw, 
being most of the time traveling his terri- 
tory of Central and Northern Michigan. 


President H. G. Leslie 
Of Standard Life Dead 


Harry G. Leslie, president Standard 
Life and former governor of Indiana, 
died suddenly at Miami, Fla., Dec. 10 of 
a heart attack, age 59. At Purdue Uni- 
versity he was an outstanding athlete. 
He captained the football and baseball 
teams in 1902 and 1903. 

He was injured seriously in the Purdue 
wreck at Indianapolis when the football 
special crashed while the team was com- 
ing to play Indiana. At first believed 
to be dead he was carried to the morgue 
along with sixteen other team members 
who were killed. Undertakers discov- 
ered he was alive and for thirty-eight 
weeks he was near death in the hos- 
pital. Because of the wreck he was 
not graduated with his class in 1904 and 
was forced to attend the university an- 
other year. As a result he was the only 
Purdue man ever to be twice president 
of the senior class. He was president 
the year of the wreck and the next 
year. He completed his training as an 
attorney at Indiana Law School and 
opened a law office in Lafayette in 1912. 
Since retiring as governor he had de- 
voted his time to the insurance company. 





CONNECTICUT MUTUAL GAINS 
The Connecticut Mutual reports that 
November production of $9,429,836 is 22% 
greater than November last year. Paid 
Production for the year to date is $87,- 

875, an increase of $8,015,183, or 10.1% 
over eleven months of 1936. Nearly all 
agencies are ahead of last year. 
Insurance in force is now $976,762,387, 
an increase of $36,800,178 over 1936. 





EDWARD C. JUDGE DIES 
Edward C. Judge, assistant to the per- 
sonnel officer of the Metropolitan Life 
and an employe since 1901, died of a 











heart attack December 6. 


Equitable Society On 
Same Dividend Scale 


SUBJECT TO FINAL APPROVAL 





William J. Graham in a Letter to Man- 
agers Points Out Scale Of 
Excess Interest 





The Equitable Society will continue 
in 1938 the same scale of dividends un- 
der which apportionments were made in 
1937 on Ordinary policies and annuities. 
The announcement is subject to final 
approval] of the board of directors at its 
annual meeting in February. Under this 
continued scale the total amount to be 
paid in 1938 will exceed the total paid 
similarly in 1937. In a letter to the man- 
agerial force of the Society, Vice-Presi- 
dent William J. Graham said: 

“Your attention is particularly directed 
to the fact that as the extra fifth-year 
dividend depends in part upon the divi- 
dend scales in effect in several past 
years, the actual dividends to be appor- 
tioned at the end of the fifth year in 
1938 will differ somewhat from those 
payable on corresponding policies at the 
end of the fifth year in 1937. Similarly, 
there will be slight differences in any 


J. T. LAWRENCE RETIRES 

Under provision of the company’s pen- 
sion plan, J. T. Lawrence, vice-president 
Life Insurance Co. of Virginia, has re- 
tired from active service. Management 
of the company’s investment department, 
formerly directed by him, has been taken 
over by A. Carlton McKenney, first vice- 
president. The company will continue 
to utilize Mr. Lawrence’s experience with 
mortgage loans and other investments 
as he is retained as a director and a 
member of the executive and finance 
committees and will have his same quar- 
ters in the home office. 





first-year dividends apportioned to per- 
manent policies issued in conversion of 
previous Term policies, 

“The scale of excess interest for 3% 
participating settlements of policy pro- 
ceeds and for dividends on deposit 
which is being continued for 1938 is 
as follows: 

“Instalment and life income settle- 
ments, 40% (total interest rate 3.40%). 

“Certificates of deposit, if payable an- 
nually, .40% (total interest rate 3.40%). 

“Certificates of deposit, if other than 
annually, .25% (total interest rate 3.25%). 

“Dividend deposits, .25% (total inter- 
est rate 3.25%).” 


’ chester. 


U. S. Life Opens Agencies 
In Uptown New York City 


The United States Life has opened two 
new agencies in upper Manhattan to 
concentrate efforts in Bronx and West- 
The company has appointed 
Marcel Horowitz of 51 East Forty-Sec- 
ond Street as general agent and con- 
tracted with Joseph Sheppard, 1783 Un- 
dercliff Avenue, as district manager op- 
erating in Bronx and Westchester. 

Marcel Horowitz, an insurance broker, 
has been engaged in business for him- 
self since 1926, prior to which he was 
an importer and distributor of celluloid 
plastic material. In 1936 he sold about 
a million dollars worth of insurance. 

Joseph Sheppard was born in Galway, 
Ireland, was educated in Dublin College, 
qualifying for the British Admiralty ap- 
pointments in 1905 In 1908 he was the 
recipient of the British Royal Medal and 
Vellum of the Royal Humane Society. 
He came to America in 1911 on an ath- 
letic tour. From 1911 until 1921 he was 
connected with the Biltmore Hotel of 
the Bowman Hotel Co., in a managerial 
capacity and as secretary of its Benevo- 
lent Association. From 1922 until 1936 
he was manager and general agent for 
several life insurance companies. 
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NortTuHweEstTerRN Nationat Lire Insurance Company 


STRONG 


0. J. ARNOLD, President 
MINNEAPOLIS, MINNESOTA 


mnsweanee 


LIBERAL 


NYNL is a 52-year old institution, soundly managed, with an unusual 
record of stability and steady growth. 
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IDEAS that CLICK 


By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern U inder- 
writer in this column from time to time 


No. 11 
Have you taken advantage of the free 
bridges the law offers you? 
That’s a tax approach which is used 


by George C, Summy, for twenty-two 
years manager of the Phoenix Mutual 
in Oklahoma City. By free bridges, he 
means the privileges given a citizen un- 
der the law to dispose of his estate 


Oa aa ai 


Sra. Taste 


They're both 
Government bridges. 


Take your choice. 


through gifts and through life insurance 
so as to bring toll cost down to the 
minimum. By toll cost Mr. Summy 
means taxes. 

The Summy approach is the one his 
agents use on prospects worth $100,000 
or more and who already own $75,000 
of life insurance. Their usual approach 
is this: 

“Mr. Prospect, do you want your es- 
tate to pay the maximum or minimum 
in inheritance taxes?” The prospect will 
almost always say he wants the mini- 
mum, which gives the agent an opening 
to ask: “Are you sure your estate will 
pay the minimum in taxes? Have you 
taken advantage of the free bridges the 
law offers you?” The reference to “free 
bridges” gets attention and allows the 
agent to continue with something like 
this: 

“Our office has just analyzed Mr. X’s 
life insurance and general estate and 
found his total Federal estate and gift 
taxes to be $19,000. We were able to 
point out savings to him of several 
thousand dollars by directing him over 
the free bridge instead of the toll 
bridge. If you will turn over to me 
your life insurance policies for a few 
days and a copy of your last financial 
statement, we shall gladly analyze your 


present tax status and point out the 
free bridges which you may not be 
using.” 

Ordinarily, such an approach gives the 
agent the information he wants, and en- 


ables him to go back into the case by 
telephone appointment, well prepared to 
make recommendations that will receive 
serious consideration. The recommenda- 
tions are based on the individual situa- 
tion. A recent case, Mr. Summy re- 
ports, was for $200,000 additional insur- 
ance on the life of a business man, part 
of which was to pay taxes and part was 
for business. 





Motivation Should 
Follow Education 


TWO POINTS IN EVERY SALE 
Chester O. Fischer, Massachusetts Mu- 
tual, Speaks in Albany on Search 


for Success 


“Pigs is Pigs,” as the Albany Life Un- 
derwriters who attended their associa- 
tion dinner meeting November 30 learned 
by a unique occurrence. A live pig, hu- 
morously offered as a door prize, broke 
loose and for several minutes success- 
fully resisted all efforts to capture him. 

The planned entertainment of the eve- 
ning was given by members of the asso- 
ciation. Morton Hall, Massachusetts 
Mutual agent, is the association’s presi- 
dent, Chester O. Fischer, vice-president 
Massachusetts Mutual, and Charles W. 








Hall, assistant director of agencies, at- 
tended. Mr. Fischer spoke on “The 
Search for Success,” from which we 
quote: 


“In every sale that is really a sale there 
are two important jobs to be performed 
by the salesman. One is to educate; the 
other, to motivate. I believe every suc- 
cessful life underwriter will agree, when 
he stops to analyze the selling process, 
that we must first of all capture the 
prospect’s interest with an arresting idea, 
an idea which tugs insistently in its de- 
mand for attention, and secondly; that 
we must satisfy the prospect’s intellect, 
his cold, sober judgment, with sound and 
logical reasons for making the purchase 
we want him to make. These early func- 
tions might be considered as comprising 
the educational process. 

“But this education will fail of its pur- 
pose until we add the second essential, 
motivation. Does any experienced un- 
derwriter believe that pure reasoning 
brings many to the act of purchasing 
life insurance? Reasoning will bring con- 
viction as to the need for the purchase; 
but it will not induce action. And until 
there is action, there is no sale. 


Force of Motivation 


“Let us think of the approach as the 
planting of the seed. Let us think of 
education, the appeal to the prospect’s 
logical thinking, as the cultivation of the 
crop we are after. Then let us remember 
that the harvest of that crop does not 
take place until we exert the closing 
force of motivation. 

“One other observation comes to mind 
and it is this: As we study this whole 
process further we realize that if the 
salesman is to educate and motivate, he 
must have the benefit of these same in- 
fluences for himself. Study and drill 
and thoughtful reflection upon his ex- 
periences in the field will give him edu- 
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cation. And motivation of self can come 
only from the habit of action—action per- 
sistently forced, if need be, until action 
becomes a habit. There is no short cut.” 





BOSTON MANAGERS MEET 


Good Attendance Marks Session on Se- 
lective Recruiting; Camps Names 
Nominating Committee 
The topic, “Selective Recruiting,” with 
John H. Jamison of the Life Insurance 
Sales Research Bureau at Hartford as 
speaker, brought out a record attend- 
ance at the December meeting of the 
General Agents and Life Managers As- 
sociation of Boston at the Boston Cham- 

ber of Commerce, December 7. 

Manuel Camps, Jr. Penn Mutual 
agent, was acting president for the 
highly successful meeting. He listed the 
following nominating committee to re- 
port at the January meeting: Wallace 
N. Watson, Connecticut Mutual, chair- 
man; Robert Moore, Jr., New England 
Mutual; P. J. Craffey, Metropolitan; 
Lester von Thurn, life department, John 
C. Paige & Co.; Frank B. Summers, New 
York Life. 





LINCOLN NATIONAL PRODUCTION 


A 31% gain in paid business of the 
Lincoln National Life in November has 
been announced by President Arthur F. 
Hall. Paid volume in November was 
$13,619,000 and for the year to Novem- 
ber 30 $142,344,000, an increase of 17.4% 
over eleven months of 1936. 





OHIO STATE LIFE GAINS 
The Ohio State Life reports paid-for 
business showed a gain of 8% last month 
as compared with November, 1936. In- 
surance in force gained more than 
$500,000 in November. 
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TALKS ON TRAINING 


E. Lloyd Mallon of Massachusetts Mu- 
tual Addresses Life Supervisors 
of Hartford 

Training and supervision of agents was 
discussed by E. Lloyd Mallon, agency 
assistant, Massachusetts Mutual, at the 
dinner meeting of the Hartford Life 
Supervisors Association, December 3 
The speaker said that the need for train- 
ing surely exists regardless of the selec- 
tion exercised in the recruiting of new 
agents and that the lack of the right 
kind of training is frequently the cause 
of failure. 
The three principal objectives of trait- 
ing must be to instill essential knowledge 
of what life insurance is and does, to 
develop skill in selling, and develop prop- 
er work habits, Mr. Mallon said. 
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Peter T. Allen Named 
Sole General Agent 

TO HEAD AGENCY AT BUFFALO 

Partnership of Crouch & Allen, North- 


western Mutual, Ends With Retire- 
ment of H. E. Crouch 





Herbert E. Crouch, senior member of 
the partnership of Crouch & Allen, Buf- 
falo, N. Y., general agents of the North- 
western Mutual Life of Milwaukee, will 
retire on December 31, to be succeeded 





PETER T. ALLEN 


by the junior partner, Peter T. Allen, it 
is announced by Grant L. Hill, director 
of agencies. 

Mr. Crouch has been an outstanding 
producer for the Northwestern for forty- 
two years. He joined the company in 
1895 as a special agent under the late 
Alonzo W. Kimball, and four years later 
was appointed general agent at Buffalo. 
In 1928, at his request, Mr, Allen was 





HERBERT E,. CROUCH 


appointed a partner to share the respon- 
sibility of directing the agency. Mr. 
Crouch made an excursion into politics 
as a diversion and in 1920 was chosen 
one of New York State’s members of 
the electoral college which elevated War- 
ten G. Harding to the Presidency. He 
Plans to devote his leisure to travel and 
looking after his extensive personal in- 
terests, 

Mr. Allen, best known as “Pete,” was 
a leading producer for the Northwestern 
Mutual before becoming associated with 
Mr. Crouch. Since that time, despite 
the fact that he has devoted much of his 
time to organization work, he still has 
been singularly successful in selling. 


SPEAKERS AT SEATTLE 

Recruiting and advertising were the 
principal subjects discussed at the last 
meeting of the Seattle Life Managers As- 
sociation. Recruiting was handled by 
S. Berne Carlton, Phoenix Mutual, Aus- 
tin Thayer, Prudential, and Hugh S. 
Bell, Equitable of Iowa. Financing was 
treated by Paul Green, Aetna; M ; 
Williams, Northwestern Mutual, and Jo- 
seph S. Mulder, Mutual Life. 


THOMAS O. WEST DEAD 

Thomas O. West, secretary-treasurer 
Kentucky Central Life & Accident for 
more than thirty years, died recently 
as a result of a stroke at his home at 
the age of 64. Mr. West, who has 
been in the insurance business for thirty- 
four years, was also connected with the 
Missouri Insurance Co. of St. Louis, 
serving as vice-president and as a di- 
rector. 


MARGARET REILLY MARRIED 

Miss Margaret Reillv, daughter of John 
E. Reilly, president Old Line Life, Mil- 
waukee, was married to John H. 
Schlosser, also of Milwaukee, Novem- 
ber 27. 





WAIDLER DISTRICT MANAGER 
C. P. F. Waidler has been appointed 
Chicago district manager, Reliance Life. 





Income lor Lite 


FOR HUSBAND 
AND WIFE -@ 


i your wife in your retirement 
picture? 


After sixty-five you will receive a 
life income, if you are employed in an 
industry included in the Govern- 
ment’s Social Security plan. But if 
you do not reach sixty-five, the bene- 
fits your wife will receive from this 
source will be small—too little to give 
her a life income or to take care of 
dependent children. 


You can provide a retirement in- 
come for your wife; you can increase 
your own life income; you can pro- 
vide protection for your children ~ 
all by means of a single life insurance 
contract, the John Hancock Selective 
Security Policy. 


It is especially designed to supple- 
ment Social Security payments or 
to provide an independent fund for 
those not entitled to these benefits. 
It provides flexible protection for your 
wife, that she can turn into income if 
she so desires. 


>Get the full story of this modern, 
increasingly popular retirement plan 
... told completely... authoritatively 
... in a booklet we shall be glad to 









send you. It covers all angles of this 
important problem. It will help you 
determine how much additional in- 
come you and your family will need. 
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OF BOSTON, MASSACHUSETTS 
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It will show you how to prepare for 


a happy retirement, not a mere exist- 
ence. Send for it — right now. 





DeparTMENT .2 
Joun Hancock Muruat Lire Insurance Co. 
Boston, Massachusetts 


Please send me your booklet, “Selective 
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Speakers Named On 
Educational Series 


FIRST MEETING IN FEBRUARY 
Committee for Life ‘Cieferesttens Ass’n 
Of New York City Adopts Theme 
“Thought and Action” 


A new idea will be injected into the 
series of educational meetings of the 
Life Underwriters Association of New 
York City in 1938 under the theme 
“Thought and Action”. It is the pur- 
pose of the committee that two speak- 
ers will address each session, one giv- 
ing the thought or theory, the second 
demonstrating how to put the idea into 
action. 

Meetings are to start promptly at 4 
o’clock and end at 5 o'clock. Seven 
meetings will be held on these Thurs- 
days: February 17, 24; March 3, 17, 24 
and 31; April 7. The first meeting will 
be open; others will be for members 
only. 

First speaker is James Elton Bragg, 
manager, Guardian Life, New York 
City, who will launch the course and 
give some practical answers to recent 
books which have sought to. criticize 
the business. At the final session Hol- 
gar J. Johnson, Penn Mutual, Pittsburgh, 
will summarize the entire series. 

Some other speakers on the series are 
Dr. Richard S. Schultz, one of the asso- 
ciates of Dr. Henry C. Link in the 
Psychological Corp.; Owen P. Jacobsen, 
a million-dollar producer of the New 
England Mutual; Horace H. Wilson, 
manager Equitable Society; E. V. Car- 
bonara of the State Mutual Life; Dr. 
William J. Reilly, who is author of the 
book “Straight Thinking”; Denis B. 
Maduro, New York attorney; Henry M. 
Faser, Jr., young general agent for the 
Penn Mutual, who will be assisted by 
Tower C. Snow, one of his successful 
agents and now a unit manager, and 
Lester Rosen, a million-dollar producer 
with the Union Central. 

Chairman for the course is Minott A. 
Osborn, Taylor agency, Mutual Life. 
His sub-committee chairmen are Roswell 
W. Corwin, Baldwin agency, New Eng- 
land Mutual; Harold H. Moore, Eubank 
agency, Prudential; Paul Orr, Jr., 
Bragg agency, Guardian, and Eric J. 
Wilson, Engelsman agency, Penn 
Mutual. 





Connecticut General Holds 


Conference for Managers 
General agents and managers of the 
Connecticut General assembled in Hart- 
ford for a two-day conference Decem- 
ber 13-14 were welcomed at the open- 
ing session by President F. B. Wilde. 

Home office speakers were F. H. Havi- 
land, vice-president; J. M. Laird, vice- 
president; C. M. Eddy, secretary Group 
department; E. C. Henderson, actuary; 
G. E. Bulkley, vice-president; George 
Goodwin, secretary accident department. 

A. K. Kurtz of the Life Insurance 
Sales Research Bureau spoke on “Se- 
lecting Agents”. Panel discussions on 
agency building problems were partici- 
pated in by these general agents and 
managers: 

Recruiting—C. R. Pixler, Erie; P. B. Holmes, 
New York; A. T. Yungman, Pittsburgh, and 
W. G. Gastil, Los Angeles. 

Training—H. E. Nyhart, Indianapolis; R. E. 
Larkin, New York; S. F. Smith, Philadelphia. 

Motivation—N. K. Allison, Chicago; F. T. 
Jordan, Buffalo; F. M. Exiine, Columbus, Ohio, 
and F, M. Minninger, Newark. 

At the final session Vice-President 
Haviland spoke on company objectives. 
R. W. Huntington, chairman of the 
board, gave the closing address. 





EQUITABLE SOCIETY DINNER 

At a dinner in Chicago December 9 
the Central department, Equitable So- 
ciety, announced in the November cam- 
paign 10,415 applications were written 
for $38,824,859. E. L. Carson, president, 
Central Managers Association of Equit- 
able Society, presided. Guests were Vice- 
President William J. Graham and Sec- 
ond Vice-President Vincent M. Welch. 
The Western department wrote 3,073 ap- 
plications for $11,482,000. 
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— NATIONAL LIFE men need never 
say, “My company does not accept this 
type of risk.” Field men have the distinct 
advantage of being able to present life insur- 
ance wherever there is a life insurance need. 
Regardless of age—man, woman, or child— 
if a prospect is at all insurable, the Lincoln 


National Life will write him. 


»- 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne, Indiana 








Metropolitan Clock 
(Continued from Page 1) 


balanced is it that when mounted On its 
axis it can be moved by the slightest 
pressure. The hour hands are each thir. 
teen. feet long and about 600 pounds jn 
weight. 

A few months ago when the old hands 
of the clock were removed for the first 
time since installation, investigation 
showed that they would have to be re 
placed at the end of another five years 
and it was decided to do the work at 
once. While the hands were being re 
built, the mechanism of the clocks was 
overhauled, new bearings installed and 
other improvements made. 

Hands Stop Each Minute 

Two % horsepower clectric motors 
drive each of the four clocks in the 
Metropolitan Tower. Actually only one 
motor of each series does the work while 
the other stands ready in case of emer- 
gency. The master clock, located in the 
board of directors’ room on the second 
floor through time signals telegraphed 
hourly from Arlington, Va., regulates the 
entire tower clock system comprising 
about 200 other clocks throughout the 
Metropolitan Life home office. 

A fact about the tower clock not 
widely known is that the hands actually 
stop each time they travel the distance 
marked off as one minute, the difference 
in temperature on the four faces of the 
tower making the clocks move at differ- 
ent speeds so that one hand may travel 
the distance in only forty-five seconds 
while another takes fifty-five. Electric 
impulses from the master clock to the 
tower clock mechanism each minute 
start the hands off together keeping 
them exactly synchronized. 

Clock Installed in 1908-1909 

The clock in the Metropolitan tower 
holds two world’s records. It is the 
largest four-dial clock in the world and 
the belfry with its four great bells is 
the loftiest in the world. 

Located 346 feet above Madison Ave- 
nue, and visible for a great distance 
over New York City, each dial, of rein- 
forced concrete faced with vitreous blue 
and white mosaic tile, is twenty-six and 
one-half feet in diameter. Each numeral 
on the dial is three feet six inches high 
and each minute-mark six and one-half 
inches in diameter. The numerals and 
the minute-marks are actually windows 
built in the face of the tower. 

The bells are mounted around the 
edges of the forty-sixth floor of the 
tower, 650 feet above the street. The 
largest bell weighs 7,000 pounds and 
measures seventy inches across its mouth. 
The smallest weighs 1,500 pounds. Dur- 
ing repairs made this Fall the bells were 
mounted on new pedestals and a change 
was made in the hammer mechanism. For 
more than twenty-eight years the chim- 
ing of this peal, marking the passing 
of every quarter-hour of the day, has 
been a familiar sound vibrating through 
Madison Square. The notes with slight 
variation are those of the Cambridge 
Quarters. They have been reported 
heard by those on steamers approach- 
ing Sandy Hook and their sound has 
carried above Tarrytown, N. Y., thirty 
miles away. 

Supervising the tower clock system 
since its installation has been Emil 
Hjarding, now electrician in charge of 
the home office clock system. As an 
employe of the Self-Winding Clock Co. 
of Brooklyn, N. Y., he helped to install 
the clock when the tower was erected 
in 1908-1909 and later as the represen- 
tative of that company, assisted. Wil- 
liam Hess, now chief electrician, in su- 
pervising its operation. In April, 1921, 
Mr. Hijarding entered the electrical di- 
vision of the Metropolitan and some 
time later assumed his present position 
as electrician in charge of the home 
office clock system. He is supervising 
the present work. 


OWEN TALKS IN NEWARK 
E. W. Owen, manager Detroit office 
Sun Life of Canada, was a recent visitor 
at the Newark, N. J., office where he 
gave a talk on “Power of Action”. 
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agency, New England Mutual. 


Officers and Public Relations Committee Snapped 
At Dinner of Life Supervisors, New York City 








Photos by Abe Eisen 


Top row, left to right: Sam Rosan, Knight agency, Union Central, secretary- 
treasurer; Joseph V. Davis, Riehle agency, Equitable Society, president; Lowell 
Baker, DeLong agency, Mutual Benefit, vice-president. 

Bottom row, left to right: Leighton A. Beers, Harry F. Gray agency, Con- 
necticut Mutual; Richard Lichtermann, Keane agency, Massachusetts Mutual, chair- 
man; Lewis M. Neikrug, Hogan agency, United States Life; Allen Dickey, Freid 





Fraternals Not Subject 
To Taxation in Oklahoma 


An opinion was rendered December 7 
by the attorney general of Oklahoma 


holding that all records pertaining to 
fraternal insurance on file in the office 
of the Insurance Commissioner, shall be 
retained by him and that all future rec- 
ords, documents and papers of the Fra- 
ternal Insurance Board shall be kept 
in that office. This opinion was asked 
by Commissioner Read in connection 
with a controversy that was precipitated 
about four years ago at the instance of 
the governor, over taxes alleged due the 
state by fraternal societies operating in 
Oklahoma. It flared anew at a meeting 
of the State Fraternal Insurance Board 
November 22, although the Supreme 
Court had held the societies not liable 
to the state for the taxes sought. At 
that meeting three members of the 
board voted to deny twenty-eight fra- 
ternal societies licenses for 1937 and in- 
structed the secretary, through the at- 
torney general, to institute legal pro- 
ceedings against the societies, if they 
continued to operate in Oklahoma with- 
out such license. 

Commissioner Read, ex-officio member, 
who had been elected secretary of the 
Fraternal Insurance Board, resigned that 
office rather than execute the orders of 
the majority members of the board. He 
stated that he had never sought to col- 
lect taxes from these societies as they 
are exempt from taxation by the consti- 
tution and statutes of the state. “Despite 
this fact,” he said, “I went along with 
the governor and the Fraternal Insur- 
ance Board during the time these suits 
were being prosecuted, but now that the 
Supreme Court has held these societies 
not liable for state taxes, I do not pur- 
pose being a party to further proceed- 
ings to embarrass the societies by tak- 
ing action that is unwarranted and pure- 
y arbitrary. Furthermore in taking such 
action, it is my opinion that the board 
and its members would be in contempt 
of court, in view of the fact that the 
Federal Court issued an interlocutory in- 
junction about eighteen months ago that 
's still in full force and effect.” 





November Business Off 
Slightly; Gain for Year 


New life insurance for November was 
3.9% less than for November, 1936, while 
the total for the first eleven months of 
the year was 4.9% more than for the 
corresponding period of last year, ac- 
cording to the Association of Life In- 
surance Presidents. 

For November, the total new business 
of these companies was $681,376,000 
against $709,051,000 during November, 
1936—a decrease of 3.9%. New Ordi- 
nary insurance amounted to $427,729,000 
against $429,081,000—a decrease of 3/10 
of 1%. Industrial insurance was $211,- 
409,000 against $236,846,000—a decrease of 
10.7%. Group insurance was $42,238,000 
against $43,124,000—a decrease of 2.1%. 

For the first eleven months of the 
year, the total new business was $8,228,- 
115,000 against $7,846,559,000—an increase 
of 49%. New Ordinary insurance 
amounted to $5,128,400,000 against #4,- 
863 095,000—an increase of 5.5%. Indus- 
trial insurance was $2,426,168,000 against 
$2,479,239,000—a decrease of 2.1%. Group 
insurance was $673,547,000 against $504,- 
225,000—an increase of 33.6%. 





POSTAL NATIONAL’S CRUISE 





Thirteen Members of President’s Club 
Qualify for Bermuda-Nassau Trip; 
Sailed Yesterday 
The President’s Club of the Postal 
National Life of New York sailed yester- 
day on the Monarch of Bermuda from 
New York City for a seven-day cruise to 
Bermuda and Nassau. In the party were 
thirteen agents who qualified during the 
club year with $100,000 or more of paid- 
for production. Mrs. A. B. Jordan, pres- 
ident. of the company, and M. J. Denda, 
vice-president, represented the home of- 
fice and will conduct the meetings to be 
held en route. President Jordan will give 
the address of welcome. Mr. Denda is 
accompanied by his wife and daughter, 
Barbara. The conventioneers are ex- 

pected back on December 23. 





When a Man 


Is Not Insurable 


.. HIS WIFE MAY BE 


Reliance Life policies on a wife are often 


bought by a man who is non-insurable. These 


policies may be written as surplus lines by 


underwriters whose own companies do not 


provide insurance on women. 


Other Surplus Lines 


in Reliance Life 


Many underwriters also write their surplus 


lines of Juvenile 


Accident and 


Health Insurance, Participating and Non-par- 


ticipating Life contracts in the Reliance Life. 
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ONE NECESSITY NOT LENDING 
ITSELF TO “OVER THE 
COUNTER” SALES 

Americans smoke themselves into ner- 
vous fidgets, flirt with death by cross- 
ing streets when light signals are against 
them, wear overcoats in heated office 
building lobbies, eat heavy table d’hote 
dinners after sitting all day at desks, 
and ride short distances in motor cars. 

Those are some of the things they 
should not On the other side of 
the picture they often take a position 
against their own best interests by be- 
ing negative. Best illustration of a prin- 
cipal lethargy is in the matter of life 
insurance which all persons are glad to 
but which must be sold to them 
by an agent or they will not buy to any 
extent. 


do. 


own, 


It is because agents are able to over- 


come this lethargy that life insurance 
development in the United States has 
reached the point where this country 


owns more than 70% of the world’s life 
insurance. In writing this insurance the 
American Agency System has placed 120,- 
000,000 the books of the 
companies. 


policies on 

Some facts about the growth and in- 
fluence of the American Agency System, 
discussed by Major Roger B, Hull of 
the National Association of Life Under- 
writers in a talk last night in Boston, 
furnish the best 
chusetts savings bank life insurance sys- 
tem which offers a minimum of protec- 
with a maximum of ballyhoo, In 


answer to the Massa- 


tion 


contrast to the infinitesimal amount of 
insurance which has been sold “over 
the counter” enough legal reserve life 


insurance protection has been furnished 
through its sale by the American Agency 
System to provide nearly twenty-two bil- 
lions of dollars in benefits, or other dis- 
bursements, which have been paid in 
this country by the companies since 
1930. “Social engineers” is the designa- 
tion aptly given to representatives of 
the American Agency System by Major 
Hull. 

SHIP SALVAGE OPERATIONS 

Advices from abroad are to the effect 
that ship salvage operations this year 
have been remarkable in respect to the 
period which has elapsed between the 
date of the wreck and the refloating. 

The Post Magazine tells of some of 
these salvage operations in the current 
issue. The Argentina and the Oued-Zem 
were ashore the Portuguese coast 
for about three and a half months. The 
Luigi Accame was ashore near St. Cath- 


on 


erines for two months. In China before 
the were a number 
of vessels which had remained stranded 
for months, the Fu Yang having been 
floated nine months after getting into 
difficulties. 

One of the most interesting salvages 
in England was the Birtley. A local 
concern was unsuccessful in earlier at- 
tempts to get her free. Instead, she was 
driven farther up the beach and remained 
broadside on to the sea. The Liverpool 
and Glasgow Salvage Association then 
tackled the problem. After many dis- 
appointments owing to low tides she was 
refloated six months after being beached 
the first time. 


present war there 


Perrin C. Cothran, vice-president and 
secretary of the Phoenix Insurance Co., 
Hartford, has been appointed a member 
of the finance board of Hartford by 
Mayor Spellacy. Born in South Carolina 
and graduated from Clemson College, he 
worked as a civil engineer in several 
Southern states; then became affiliated 
with the North Carolina Home. Later, 
he was made special agent for the Con- 
necticut Fire. During the World War 
he was a major and served in France 
and Belgium. He was cited for bravery 
in action and promoted to lieutenant 
colonel. After leaving the army in 1919 
he went to Brazil as manager for the 
American Foreign Insurance Association. 
In 1926 he resigned to become special 
agent for the Phoenix in Eastern Penn- 
sylvania, Southern New Jersey and Dela- 
ware. In 1928 he was made assistant 
secretary and in 1929 secretary of the 
Phoenix, later being made a vice-presi- 
dent. He is also vice-president of Con- 
necticut Fire, Equitable F. & M. and 
Minneapolis F. & M. 

* * &* 


General Agent Paul F. Clark, John 
Hancock, Boston, and Mrs. Clark were 
in Baltimore for the First Bachelors 
Cotillion when his uncle, Ernest Judson 
Clark, Maryland state agent for John 
Hancock Mutual Life and a nationally 
known figure in the life insurance world, 
presented their daughter, Miss Jean 
Quast Clark of Brookline. 

+ * * 

Harry J. Stevens, Newark, N. J., in- 
surance agent, has been elected for a 
third term as a director of the Federal 
Home Loan Bank of New York. The 
new term, running two years, begins 
January 1. Mr. Stevens has been active- 
ly identified with the Federal institution 
since its inception. He is also slated for 
re-election as vice-president of the New 
Jersey Association of Real Estate Boards 
at the annual convention to be held to- 
day in Atlantic City. Mr. Stevens is 
now president of the Real Estate Com- 
mission of New Jersey. 

* * * 

John J. Cadigan, president New World 
Life, Seattle, has been visiting the com- 
pany’s agency in Los Angeles. 





The Human 


PERCY BUGBEE 


Percy Bugbee of Boston and Richard 
E. Verner of Chicago were two of the 
prominent figures photographed at the 
mid-year session of the fire marshals’ 
section of the National Fire Protection 
Association by W. J. Scott, fire marshal 


Side of Insurance 


hy 
RICHARD E. VERNER 


of Ontario. Mr. 
secretary of the fire marshals’ section, 
and is assistant managing director of the 
N.F.P.A. Mr, Verner is with the Wes. 
ern Actuarial Bureau of Chicago. The 
meeting was held in the Stevens Hotel 
Chicago, on November 30. 





Morgan B. Brainard, Jr., has been ap- 
pointed a member of the police board 
of Hartford by Mayor Spellacy. Mr. 
Brainard has been associated with the 
Aetna Life since his graduation from 
Yale in 1927, and is now assistant treas- 
urer of the company. He is a trustee 
of the Society for Savings and a direc- 
tor of the Hartford Hospital and the 
Hartford Retreat. He is married and has 
three children. 

* * Ok 


W. Owen Wilson, Richmond, Va., im- 
mediate past president of the National 
Association of Insurance Agents, was the 
guest speaker at the December luncheon 
meeting of the Fire Insurance Field Club 
of Virginia, giving highlights of the last 
annual convention at Dallas and out- 
lining some of the trends in insurance 
today. The meeting was held at Rueger’s 


hotel in Richmond with Francis H. 
Spencer, president of the club, presiding. 
* * * 


Shirley Ruth Schnur, daughter of J. A. 
Schnur of the Leyendecker-Schnur agen- 
¢y, Guardian Life, and Mark Anthony 
Silegy were married on December 5 at 
the Concourse Plaza Hotel, New York. 
Among those attending the ceremony 
were a number of executives of the 
Guardian Life, including Carl Heye, 
president; James A McLain, vice-presi- 
dent; Frank F. Weidenborner, superin- 
tendent of agencies; Dr. M. B. Bender, 
medical director, and Edward P. Ruge, 
underwriting secretary. 

* * * 


Stuart Ragland, well known local agent 
of Richmond, Va., and long prominent 
in civic activities, has been appointed 
promotion chairman of the Christmas 
Mother fund in that city. He was es- 
pecially active in the recent Community 
Fund drive and it was because of the 
record he made in that campaign that 
he was chosen to direct the Christmas 
Mother fund. 

* * * 


John M. Laird, vice-president, secre- 
tary and actuary, Connecticut General, 
will play the role of Sir John in the 
Christmas pageant, “Sir Francis Keeps 
Christmas at Greccio,” to be presented 
at the Immanuel Congregational Church 
Sunday, December 19. 


Malcolm Macaulay, now supervisor of 
the Sun Life’s agencies in Great Britain 
and Ireland, is not a near kinsman of 
T. B. Macaulay, former president of the 
Sun Life, but was born in the Hebrides 
where T. B. Macaulay was born. He 
traveled widely as a specialist in chen- 
istry and then joined the Sun, later be- 
ing made an inspector of agencies. 

* * ca 


J. L. DuMoe has been appointed ma 
ager of the brokerage department for the 
Occidental Life of California in Chicago 

* * * 
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GUY L. STEVICK 


Guy L. Stevick, of Los Angeles, vite 
president Fidelity & Deposit, has beet 
with that company forty-five years; has 
been nearly half a century in insuramc 
A native of Pennsylvania he went © 
Denver where he practiced law. Thet 
he went into surety. Talking about his 
hobby, Underwriters Report of %# 
Francisco, in a column sketch, says that 
it is raising Bourbon Red turkeys,” 
which he had two hundred at one ti 
this year. He sold sixty-three; 9 
forty away to agents and officials ® 
the F. & D. 
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: Wm. A. McConnell 


Sometime ¢ ie in May, William A. 
MeConnell, U. S. manager of the Cen- 
of Edinburgh, who on February 28 
hes retirement age, will return to 
Ireland where he will spend the rest of 





















his life and where he has spent most 

. ;his life. He was born in Dublin and 

ER gan his insurance — gs = 

; ‘dedonian. He opened the first branch 

ls’ see }the Century which was in Dublin in 

ctor of the 2. The same year he opened the Bel- 

the Wes." branch. In both cities the Century 
cago. The now has its own office building. 

rens Hote § His success in Ireland was such that 

"Be was transferred to this country on 

inuary 1, 1930. For a year and a half 

ie was joint U. S. manager of the Cen- 

Dervisor offury with Walter Stone, and in June, 

eat Britain i931, was made sole "United States 
‘insman of guanager. _ ; 

ent of the An officer of the British Empire and 

» Hebrides 2 Fellow of the Chartered Insurance In- 

born. He@situte of Great Britain and Ireland Mr. 

in chem. McConnell is past president of the In- 

, later he. gsrance Institute of Ireland, past presi- 

ncies, nt in Great Britain and Ireland of 

the Rotary International, and a past 

nted man ternational officer of the Rotary. He 

nt for the f"@8 chairman of the old Union Friendly 

1 Chicago ¥"0t now in existence, but one of the im- 

*Tortant national health societies formed 

under the social security scheme in Ire- 

nd. His brother, Robert McConnell, 

was general manager of the Royal and 


liverpool & London & Globe. Outside 
df insurance he is much interested in 
wt and was a certified art class teacher 
in the science and arts department of 
th Kensington, London, 

*' * * 


The Colorado Commissioner 


Commissioner Jackson Cochrane of 
Colorado, who has been in the insurance 


Disiness since 1882, starting as a boy 
silesman, and who has had as many 
controversies with people in the insur- 


ace business as any department head 
wer had, all of which he regards as 
part of the day’s work, remained over 
in New York from the Commissioners’ 
nvention in order to call on three com- 
panies which he is admitting to Colorado, 

also to attend a performance of 
Tristan,” hearing Flagstad sing for the 
fitst time. He is enough of a Wagnerian 
tithusiast to have sat through the com- 
plete performances of W agner’s Ring in 

ver, where the singers were mem- 
ts of a German opera company. That 
feat of endurance stamps the auditor as 
areal Wagnerite. The saying is that if 
4 young man takes a young woman to 


s, vice Bthe entire series of Ring performances 
1S been they are cither enemies at the end of 
rs; has f the last performance or become engaged 
uranct f to marry. 
ent © The three companies entering Colo- 
Thet f rado are the Pacific Fire, Paternelle and 
out his f the Arex. While in the downtown insur- 
f SasBance district Mr. Cochrane also was 
ys that § guest of Harold V. Smith at the party in 
eys | # the Home Insurance Co.’s building given 
e fim f 0 commissioners. At that party, where 


gave the commissioners 


: saw the great fire- 
als ol & 


— collection of Mr. Smith, there was 
aso a buffet supper. 
ne of the most taciturn men who 





BILL: 

















ever held public office, Commissioner 
Cochrane looks something like a bishop. 
3orn in Durham, Ont., he attended the 
College Institute of Hamilton, Ont. He 
entered the insurance business in To- 
ronto fifty-five years ago. For a while 
he was in the Georgia Bay country and 
divided his time between the insurance 
business and working on the Pacific 
Union Railroad. 

When he began to sell his first insur- 
ance it was for an assessment concern 
in Canada and he was 15 years old. 
After a short time in Chicago he went 
to Kansas City, where he sold insurance 
for the Equitable Society, then for the 
Fidelity Mutual Life. He left the Fidelity 
Mutual in 1914 and hung out his shin- 
gle as a consulting actuary. He had 
gone through the old American Faculty 
of Actuaries of Philadelphia, which was 
the first actuarial school in this country. 
One of the companies for which he did 
actuarial work was the Western Na- 
tional Life of Wyoming, which was later 
merged with the Central States Life of 
St. Louis. 

Jackson Cochrane entered the Colo- 
rado Insurance Department in 1921, get- 
ting the appointment through the fiery 
Fred G. Bonfils of the Denver Post, 
who introduced headlines printed across 
the page in red ink. He first met Pub- 
lisher Bonfils in 1886 when Bonfils lived 
in Kansas City. When Cochrane went 
to Denver he renewed his acquaintance 
with Bonfils, who frequently consulted 
him on insurance matters, and, occa- 
sionally, Cochrane wrote editorials on 
insurance matters for the Post. 


Colorado has always been a state 
where politics have been aggressively 
steaming in a cauldron and in 1921, when 
Shoup was Governor, the pot was load- 
ed with political cliques fighting each 
other. The idea occurred to Bonfils 
that as Cochrane had no political affilia- 
tions the latter might be the right man 
as insurance commissioner. One day 
when Cochrane was in Bonfils’ office 
the publisher asked him if he would 
like the job. Cochrane said it would 
be agreeable to tackle it for a couple of 
years, as he would like to put through 
a solvency law which he thought would 
stop failure of legal reserve companies. 

Bonfils picked up the ’phone, called 
Shoup, found he was in C olorado Springs, 
got him there, and said: “You’re in 
trouble in your Insurance Department. 
There is one man who can get you out 


of it. He is seated right here at my 
desk. His name is Cochrane. My ad- 
vice is that you appoint him. I don’t 


want any favor, neither does my part- 
ner, Tammen, and neither does the Den- 
ver Post. Appoint this man and let him 
be foot-loose.” 

Shoup made the appointment without 
meeting Cochrane at the time, although 
Cochrane years before had written a 
policy on him. 

Cochrane went to the state capitol and 
found that the insurance commissioner 
would not give up the office. Cochrane 
became commissioner de facto, brought 
suit against the incumbent to gain pos- 
session of the office. It was eight months 


before 
court decision. 
in the state capitol 
civil service examination for commis- 
sioner, the first for that type of job 
ever held. There were three competi- 
tors, one of whom was Cyrus K. Drew, 
well-known insurance editor. After win- 
ning the court fight, Cochrane was cer- 
tified in office, and the other commis- 
sioner ousted. Cochrane really went 
into office under the constitutional civil 
service system. 

His experiences as insurance commis- 
sioner continued to be exciting and he 
has probably been more attacked than 
any other commissioner, but it has not 
worried him a particle. The Rocky 
Mountain News devoted two columns 
to attacking him every day for 
months after his appointment, but it 
finally got tired. 

Mr. Cochrane has always taken the 
position that it should be impossible for 
legal reserve companies to become in- 
solvent and his law, called the Cochrane 
law, in brief is this: 

The moment that an impairment oc- 
curs in a legal reserve life company an 
automatic lien goes on all policies in 
force. That lien is equal to the im- 
pairment. The company, therefore, is 
always solvent. The moment the lien 
goes on, the expense of management of 
that company passes over to the juris- 
diction of the commissioner; in other 
words, determines it, thus providing a 
check on promotion abuses. 

Mr. Cochrane’s hobby is music. He 
became interested in it first as being, 
in his opinion, the most important phase 
of art. His favorite composer is Wag- 
ner, whose messages he has always en- 
deavored to comprehend. In his opinion 
when Richard Wagner died so did new 
musical composition. He was the last 
word. In a modest way Mr. Cochrane 
has collected a number of Satsuma and 
Cloisonne porcelain, Oriental rugs and 
bronzes. He has a wife and three 
sisters. 


the other man was licked by 
During those early days 
Cochrane took a 


* *k * 
Withe’s European Interview 


The Hartford Daily Courant on Sun- 
day last devoted nearly a page to print- 
ing observations which it obtained from 
Stanley F. Withe, Aetna Casualty & 
Surety, as to how European countries 
are dealing with automobile driving 
problems. Mr. Withe has just returned 
from England, France, Germany and 
Scandinavia. 

While the number of automobile 
deaths is considerably fewer than in the 
U. S. the impression that a person is 
hardly ever killed in auto accidents on 
European roads is far from the truth. 
Furthermore, such fatalities are increas- 
ing. In all European countries driving 
while under the influence of liquor is 
dealt with much more severely than in 
the U. S. 

One thing which very much impressed 
Mr. Withe was the jealous guarding of 
the privilege of driving a car in Europe. 
Police authorities take selection very 
seriously. 

* * * 
Ricardo San Venero 

Ricardo San Venero, probably as well 
known to the Italian colony of New 
York as any insurance man, whose ap- 
pointment as representative of the Gen- 
eral Insurance Co. of Trieste and Venice 
was recently announced, will work on 
production for that space in asso- 
ciation with the U. S. managers of the 
company who are S. >. McComb & Co. 
for marine and Mather & Co. for fire. 
His work will be largely as a liaison 
man between the Italian population and 
the American management. 

Born in Italy Mr. San 
graduate of the University of Milan 
where he took engineering courses. He 
entered the import and export business 
in Milan, handling principally copper. In 
1922 when prices of metal in Italy were 
very much depressed he joined his 
mother and sister on a voyage to 
America, which he thought would be a 
temporary sojourn. He decided to re- 
main here and married in this country. 
For a time he engaged in importing and 
exporting; then became a manufacturer. 


Venero is a 





WILLIAM A. McCONNELL 


His offices were in Fifth Avenue and 
while there he was solicited for insur- 
ance by an agent of the Equitable Life 
Assurance Society. Eventually, he went 
with the Equitable Society as an agent. 
He became assistant manager of the of- 
fice at 285 Madison Avenue. Then he 
entered the general insurance business, 
starting San Venero Co., Inc. 

Upon several occasions he became 
leader of the Fidelity Mutual in Greater 
New York. When the General of 
Trieste entered this country about two 
and a half years ago he began to sell 
General policies for S. D. McComb & 
Co. Beginning with December 1 he 
will devote most of his time to the com- 
pany. 

As a general insurance broker Mr. San 
Venero has done a large business, his 
lines including Italian steamship com- 
panies, banks and other interests. In 
life insurance he has written policies 
on the lives of many of the Metropolitan 
Opera Co.’s stars and on prominent fig- 
ures in the symphony orchestras. 

The General is the largest company in 


Italy and Chairman Mapurgo of that 
company is one of Mussolini’s close 
friends. 


* ” » 


Lloyd’s Had London’s Record Voice 

The selection of a new waiter for the 
London Stock Exchange, the necessary 
qualification for which post is the pos- 
session of a stentorian voice, recalls to 
mind that London’s record voice belonged 
to Lloyd’s 

The leather lungs in question were 
those of Walter Farrant, who became a 
“Voice” at Lloyd’s as a result of early 
training as a railroad porter. Farrant 
was a finely proportioned man, well over 
six feet in height. His flowing, white 
beard and the robes he wore on the 
rostrum gave him a genuinely patriarchal 
appearance. So powerful was his voice 
that, when he retired just before the war, 
Lloyd’s was unable to find a worthy suc- 
cessor. “Callers” worked in relays until 
modernity led to the installation of voice 
amplifiers and loud speakers. 

* * * 


Cockeyed Statistics 

Dr. Alfred Manes of the University of 
Indiana was addressing an audience on 
workmen’s accident statistics. In reply 
to a question he said that in a city in 
West Poland, (then a part of Czarist 
Russia,) where an employers’ liability 
law was adopted, providing that the em- 
ployer should pay for the accidents tu 
workers only after the worker brought a 
suit against the employer, statistics 
showed that after this law came into ef- 
fect the accidents dropped to nearly 
none. Reason was that all the lawyers 
were given retainer fees by the em- 
ployers and thus could not be represen- 
tatives of any workers. This illustration 
was used to prove that accident statistics 
can show a reduction on the surface al- 
though the statistics may be contrary to 
the facts. 
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L. J. Tillman to Become 
Century U. S. Manager 


WITH THE COMPANY SINCE 1926 








Began Career in Accounting Division 
Of Royal; R. H. Gwyn To 
Be Secretary 


On March 1, 1938, L. J. Tillman be- 
comes United States manager of the 
Century Insurance Co. of Edinburgh, 
succeeding William A. McConnell who 
on February 28 reaches the retirement 
age. Roland H. Gwyn will be secretary 








L. J. TILLMAN 


of the Century. D. Neal Iverson con- 
tinues as assistant manager and John 
Hosking, assistant manager, resigns. 

A Boston man, Mr. Tillman is a gradu- 
ate of Boston Latin School. Coming to 
New York in 1909 he joined the Royal 
Insurance Co. when Cecil F. Shallcross 


was manager and A. R. Hosford and 
Fred Day were assistant managers. He 
entered the accounting division under 


Robert Whitely. When he left the Royal 
in 1923 he was one of the chief men in 
the auditing and accounting divisions, 
being assistant to Mr. Whitely. He 
joined the Starkweather & Shepley 
fleet in Providence, the companies be- 
ing the Rhode Island, the Merchants of 
R. L., and at the time four French com- 
panies. He became chief accountant and 
worked also with Clifford E. Pieper and 


others in the investment division, like- 
wise having underwriting experience. 
After a brief experience with the 


Queensland of Australia as chief ac- 
countant he joined the Century in July, 
1926, under Henry W. Brown & Co. 

Mr. Gwyn is a graduate of Radley 
College, England. His first insurance 
experience was with the Sun Insurance 
Office in London in the fire department, 
chiefly with losses. He remained with 
that company eight years. He then 
joined the Century in London and six 
months ago came to the United States 
branch. 

Mr. Iverson has had a long career in 
fire insurance and was at one time an 
executive of the Liverpool & London & 
Globe. 





CUT COTTON COMPRESS RATE 


The Oklahoma Insurance Board on 
Monday reduced the base fire insur- 
ance rate on cotton compresses from 
$1.50 to 75 cents for each $100 of cov- 
erage. The board decided to investigate 
the minimum charge of fire insurance 
on baled cotton in storage with a view 
of making adjustments if found ad- 
visable, 





Phoenix-London Group 
Makes Six Promotions 


ROBINSON ASS’T U. S. MANAGER 
Tabler Also Becomes Ass’t U. S. Mana- 


ger; Cunningham, von der Lieth, 
Green and Miner Advanced 








Several changes in the official staff of 
the Phoenix Assurance of London and 
affiliated fire companies are announced 
by T. J. Irvine, U. S. manager, effective 
as of January 1. John R. Robinson, 
formerly superintendent of production 
for the entire Phoenix-London Group, 
has been appointed an assistant U. S. 
manager of the Phoenix Assurance and 
Union Marine & General and vice-presi- 
dent of the Imperial Assurance, Columbia 
and United Firemen’s. 


J. T. Tabler, heretofore secretary of 
the Phoenix Assurance and Union Ma- 
rine, has also been appointed an assist- 


ant U. S. manager of those companies, 
in addition to continuing as a vice-presi- 


dent of the Imperial, Columbia and 
United Firemen’s. John F. Cunningham, 
in addition to continuing as treasurer of 


all the companies in the group, will also 
assume the secretaryship of those com- 
panies. 

The following assistant secretaries have 
been appointed for all of the aforemen- 
tioned companies, in addition to W. H 
Thompson and A. C. Hoberg, who will 
continue to serve as such: H. von der 
Lieth and T. W. Green. W. A. Miner, 
who has for several years past been in 
charge of the metropolitan, suburban 
and brokerage (New York) departments 
of the Phoenix Assurance and affiliated 
fire companies, will hereafter have the 
title of manager of those departments, 
which are located at 90 Maiden Lane. 


Re-elect E.U.A. Officers 


Officers of the 





Eastern Underwriters 


\ssociation were re-elected at the an- 
nual meeting held yesterday afternoon 
at the Waldorf-Astoria Hotel in New 
York City. They are as follows: presi- 
dent, W. Ross McCain, president, Aetna 
(Fire); vice-presidents, Ronald R. Mar- 
tin, U. S. manager, Atlas, and Mont- 
gomery Clark, preside nt, Hanover Fire, 


and treasurer B. M. 
\merica Fore Group. 


Culver president, 


C. & F. INS. SHARES CORP. 

Crum & Forster Insurance Shares Cor- 
poration has declared special payments 
of 95 cents a share each on the common 
A and common B stocks, both payable 
December 24. On November 30 the usual 
quarterly disbursements of 30 cents each 
were made on the common A and com- 
mon B. The current dividends will bring 
total distribution for the year to $2.15 
a share on both the common A and com- 
mon B stocks, compared with $1.50 each 
last year. 























Since 1933 


the average cost of building materials and labor 
has increased countrywide approximately 


30% 


INSURE o. PRESENT 
DAY VALUES 








FIRE ASSOCIATION OF PHILADELPHIA 
Established 1817 


LUMBERMEN’S INSURANCE COMPANY 


Established 1873 


THE RELIANCE INSURANCE COMPANY 
Established 1841 


PHILADELPHIA NATIONAL INSURANCE 
COMPANY | 
Head Offices, 401 Walnut Street, Philadelphia | 


OLD LINE STOCK FIRE. MARINE AND AUTOMOBILE INSURANCE 












































Atlantic Mutual To 


Open Automobile Dept. 


FRED H. BISCHOFF IS MANAGER 





Company to Write Fire, Theft, Collision 
And Comprehensive; Bischoff 
Now With Standard 





The Atlantic Mutual has announced 
plans to open an automobile depart- 
ment on December 20 under the super- 
vision of Fred H. Bischoff to write auto- 
mobile fire, theft and comprehensive cov- 
erages, including collision. This will 
round out the company’s facilities as a 
marine and fire insurance company, 
which will embrace ocean and inland 
marine, and fire insurance and automo- 
bile insurance. 

Mr. Bischoff, who is joining the staff 


of Atlantic Mutual next week, has had 
a long career in automobile underwrit- 
ing, having served for eleven years as 
automobile underwriter for the Standard 
Fire of New York, where he has. been 








— enemas 





J. A. Kevsey, Genera! Agent 


OTHER LIABILITIES 


in the above st 

















SURPLUS TO POLICYHOLDERS : 
TOTAL ASSETS . ° . . 


New York —engpend Department Valuation Basis. 


The Tokio Marine & Fire 


Insurance Company, Ltd. 
United States Fire Branch: 80 John Street, New York 


Gerorce Z. Day, Ass't. General Agent 


U. S. Statement December 31, 1936 
PREMIUM RESERVE P ‘ . 


° $ 2,062,920.87 
. . 718,094.12 


. 11,097,829.98 
. 13,878,844.97 


Securities _—~y at $623,635.21 


7 


d in various States as required by la 





assistant to the manager of the automo. 
bile department. 

The automobile business to be under 
taken by Atlantic Mutual will be un- 
derwritten at tariff rates and on the usual 
forms, but subject to the company’s par 
ticipating form of contract. 


Bischoff’s Career 


Born in Bremen, Germany, in 1/ 
Mr. Bischoff was brought to this coun- 
try by his parents at the age of 2 years 
and has lived here since. For many 
years he resided in Brooklyn and now 
makes his home at Springfield Gardens, 
L. I. His first business experience was 
with the Western Union Telegraph (Co, 
following which he was for a short tim 
with the New York & Queens Electric 
Light & Power Co. He had a keen in- 
terest in electricity, particularly in the 
direction of radio development. 

In 1925 he entered insurance with the 
metropolitan department of the Stant- 
ard Fire. At that time the automobile 
business of the company amounted otly 
to about $100,000 in premiums annually, 
and Mr. Bischoff devoted the major pat 
of his time to fire insurance. Gradually 
he learned automobile insurance and a 
the company’s role in this field expandel 
his duties increased. The New York - 
fice of the Standard writes countrywite 
business for auto lines, the company’ 
premiums last year _ being around 
$1,500,000. 

In addition to his company activities 
Mr. Bischoff was a member of the 
United States Naval Reserve and is? 
member today of the Insurance Squat 
Club and Hillside Lodge, 894, at Wool 
haven of the Masons, 





PROV. WASH. SPECIAL IN PA. 

The Providence Washington has 4) 
pointed Franklin K. Baker as speci 
agent for central Pennsylvania and ser 
eral cities in West Virginia and “ 
land. He will have headquarters . 
Walnut Place, Philadelphia. Mr. B 





is a young man with an excellent back 
ground in fire insurance. 
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Theodore S. Brown... 


Well Known Perth Amboy Agent, Member Executive 
Committee of New Jersey Association of Underwriters, 
Entered Insurance in 1902 When Agency Appointments 


Were Very Difficult to Secure 


When Theodore S. Brown, now a 
prominent local agent at Perth Amboy, 
N. J, and a member of the executive 
committee of the New Jersey Associa- 
tion of Underwriters, made his first con- 
tact with the insurance business thirty- 
five years ago it was a major task for a 
newcomer in the agency field to secure 
fire company representation. And it was 
practically as difficult for established 
agencies to add to their facilities, Con- 
trast that situation with today. Now the 
association of which Mr. Brown is one 
of the directing heads is trying through 
application of the so-called Bergen Coun- 
ty plan to stem the tide of indiscriminate 
agency appointments and to confine the 
production field to reasonable limits. 

In 1902 Frederick L. Brown, father of 
Theodore and a retired merchant, de- 
cided that he wanted to launch a fire 
insurance agency in Perth Amboy. He 
had a background of more than twenty 
years in the retail and wholesale grocery 
business and the store, known as Ther- 
kelsen & Brown, of which he was half 
owner, was one of the largest in New 
Jersey. After leaving the mercantile 
field he had become interested in the real 
estate business and it was only natural 
that he should desire to add an insurance 
agency. The senior Mr. Brown was com- 
pelled to write to over fifty fire insurance 
companies asking for appointments as a 
local agent in Perth Amboy before he 
received any favorable consideration. 
Fleets and groups were then unheard 
of and most companies advised that he 
endeavor to purchase an agency. One 
reply even suggested that he communi- 
cate again should their present agent 
retire or die. 


National Union First Company 


His first appointment came in 1903 
from the National Union Fire of Pitts- 
burgh, a young company which itself 
had been then only two years in busi- 
ness and lacked a thoroughly developed 
nationwide agency plant. He purchased 
stock in the next company to come into 
the agency, the Anchor of Cincinnati, 
which later failed. After that experience 
he could never be induced to purchase 
insurance stocks again. 

Passage of thirty-four years brings 
many changes and developments and to- 
day the agency of Theo. S. Brown, Inc., 
writes insurance coverage for thirteen 
leading fire and casualty companies. 
These include the following: National 
Union, Providence Washington, Cale- 
donian, United States Fire, London As- 
surance, Standard Fire of Hartford, 
Hartford Fire, Westchester, Fireman’s 
Fund, Fidelity & Guaranty Fire, Ameri- 
can of Newark, Bankers Indemnity of 
Newark and Maryland Casualty. For the 
Bankers Indemnity the agency acts as 
general agents. ? 
_ In the possession of Mr. Brown today 
IS an interesting account book which his 
father used for years to keep records 
of premium payments, expirations, lines 
Of coverage, etc. For November, 1903, 
this record shows a total of $16 in pre- 
miums written on two National Union 
policies. A year later only modest prog- 
ress had been recorded as the book re- 
veals premiums written of $70. Today 
this Progressive agency writes annual 
Premiums, which in dollars amount to 
Nearly six figures. 

he part played by the present head, 
Theodore S. Brown, in the early years 


of the agency was comparatively minor. 
While he did assist his father in estab- 
lishing the insurance end of the business, 
having had short experience with the 
Nielsen Bros. agency, now out of busi- 
ness, he left insurance as a full-time 
proposition in 1904 to engage in journal- 
istic endeavors in the drug trade in New 
York City for several years. Before 
returning in 1912 to become associated 
with his father Mr. Brown devoted con- 
siderable of his spare time in those eight 
years to insurance but it was not his 
major occupation. The elder Mr. Brown 
passed on in 1930, after retiring in 1920 
at which time his son was given com- 
plete control of the agency, continuing 
to build it into an insurance service of- 
fice which commands wide respect and 
confidence among the residents and busi- 
ness men of Perth Amboy and vicinity. 


Graduated Doctor of Pharmacy 


By early training the younger Mr. 
Brown was a pharmacist. He secured 
his doctor’s degree from the New York 
City College of Pharmacy, which was 
affiliated with Columbia University, but 
his entrance directly into the field of 
applied pharmacy was postponed per- 
manently by the excellence of his col- 
lege thesis. This thesis, revealing that 
Mr. Brown possessed more than average 
qualifications as a writer in addition to 
a fundamental knowledge of pharmacy, 
attracted the attention of the editor of 
the Druggists’ Circular of New York. 
Mr. Brown was asked if he wished to 
become a member of the staff of this 
trade journal and his answer was “Yes.” 

This decision not only launched Mr. 
Brown upon an interesting career cover- 
ing several years but also provided him 
with intimate acquaintance with that sec- 
tion of lower New York City which is 
now known as the insurance district but 


with which full-time insurance men 
around 1906 had little knowledge. The 
name of the leading insurance lunch- 


eon club in New York City today, the 
Drug & Chemical Club, is a definite, but 
about the only remaining, reminder that 
the drug and chemical trade years ago 
was located in the section through which 
John, William, Fulton and Gold Streets 
run. 

During his stay in the trade paper ficld 
Mr. Brown wrote also for several other 
monthly and weekly drug publications 
and finally entered the daily field with 
the New York Journal of Commerce. 
On this newspaper he covered news and 
the activities of the cotton exchange and 
the crude rubber market. 

To veterans in the drug business Mr. 
Brown is still remembered for the 
important part he played in breaking up 
a ring of crooks which had long preyed 
upon the names and reputations of legit- 
imate drug concerns like Lehn & Fink, 
McKesson & Robbins, Wm. J. Schief- 
felin, and others. A youth with courage 
and ambition and a consuming desire to 
fight all that was dishonest Mr. Brown 
undertook successfully to expose a 
scheme whereby certain crooks were us- 
ing names similar to those of reputable 
drug companies in New York to order 
large shipments of drugs from Western 
manufacturers. When these shipments 
arrived in New York City they would 
be moved out by the crooks and sold 
through “bootleg” drug channels. The 
honest drug concerns suffered in two 
ways. They were billed for the stolen 
merchandise and naturally were embar- 
rassed through use of their names by 
the gang of thieves. By full exposure 


of this scheme in trade journal columns 
Mr. Brown made a most favorable im- 
pression. 


Wrote First Page Stories on Rubber 


An incident connected with the crude 
rubber situation when Mr. Brown cov- 
ered this commodity for the Journal of 
Commerce is of interest to insurance 
underwriters. He recalls the voyage of 
a freighter from Manaos, Brazil, to 
Brooklyn. On board this vessel was a 
cargo of Para rubber which during the 
month’s trip enhanced in value $1,000,- 
000. The brokers handling the insur- 
ance on this cargo increased the cover- 
age almost hourly as quotations on the 
rubber exchange rose from twelve cents 
to $3.50 a pound while the ship was on 
its way North. Sudden and extensive 
demand from automobile manufacturers 
then about to initiate mass production 
was responsible for the phenomenal rise 
in prices. Today crude rubber sells at 
fifteen cents a pound with the Far East 
the largest producers. Mr, Brown wrote 
first page stories daily on the rubber 
situation while the market was in a tur- 
moil for months as a consequence of the 
limited world supply and the unprece- 
dented demand by the American car 
manufacturers. 

Meantime, however, his father’s busi- 
ness was growing and by 1912 additional 
assistance was required in the agency. 
So the younger Mr. Brown quit the 
newspaper field to return to insurance 
and he has remained in it continuously 
this last quarter century. His father, 
advancing in years, confined himself 
thereafter to real estate while Theodore 
assumed full charge of insurance devel- 
opment. In 1912 Mr. Brown wrote the 
first casualty policy of the agency, plac- 
ing it with the New Amsterdam Casu- 
alty. The Maryland Casualty entered 
the office three years later and has been 
represented continuously ever since. 

Fortunately for Theodore S. Brown 
that he readily acquired a broad knowl- 
edge of insurance and that he kept 
abreast of new developments in cover- 
age, selling opportunities and other de- 
tails of the business. After the World 
War started in 1914 it was not long 
before Perth Amboy residents realized 
that they were perilously near large mu- 
nition dumps. That general section of 
New Jersey, close to New York Harbor 
shipping and railroad facilities, became 
a natural outlet for a constant flow of 
munitions and other war supplies to 
the allied nations. When the United 
States in 1917 became an active partici- 
pant in the prolonged struggle against 
the Central Powers these explosion haz- 
ards were intensified. 


Morgan’s Station Explosion 

With the war years at hand he headed 
or served upon six committees and drives 
such as the Liberty Loans, Red Cross, 
food and fuel conservation boards. Nev- 
ertheless, he was awake to all the dan- 
gers insurancewise confronting the in- 
habitants throughout the territory and 
moved to protect his assureds, by work- 
ing four hours every evening at the of- 
fice after being on drives during the day. 
Thus he had many merchants and numer- 
ous other properties covered against ex- 
plosion losses when the blow fell. <A 
blanket building and loan association ex- 
plosion policy alone covered 196 proper- 
ties. Time passed and the uneasy resi- 
dents of Perth Amboy began to hope 
that possibly the ravages of war would 
not touch them, especially as in the Au- 
tumn of 1918 the German armies were 








S. BROWN 


THEODORE 


in retreat and it was evident that the war 
would not last much longer. 

This hope, however, failed of realiza- 
tion. On October 4 an explosion oc- 
curred on the huge property of the Gil- 
lespie Loading Co, at Morgan’s Station, 
N. J., four miles south of Perth Amboy, 
and for nearly two whole days and nights 
the city was rocked by a series of ter- 
rific shocks. Thirteen units of the load- 
ing company exploded, setting off thou- 
sands of shells. Every bit of plate glass 
in Perth Amboy was destroyed by the 
force of the concussions. All the glass 
in the windows and doors of Mr. Brown’s 
own home was blown out. Called by the 
emergency on the first night of this. dis- 
aster, Mr, Brown did not have time even 
to change from pajamas into street 
clothes. For two days and nights he as- 
sisted in evacuating terrified people from 
Perth Amboy and rendering other need- 
ed assistance. For awhile there was more 
than an even chance that Perth Amboy 
would be destroyed by explosion and 
shell fire as the loading grounds housed 
a tremendous underground storehouse of 
munitions. Well protected though it was, 
Army authorities feared the fire and ex- 
plosions would reach it and warned all 
people in the surrounding towns to seek 
safety elsewhere. 

Fortunately this last and greatest of 
all dangers did not materialize. In the 
meantime Mr. Brown and hundred: of 
other leading citizens of Perth Amboy 
were kept mobilized for action. But while 
the city escaped death from explosions 
many of those living there, through ex- 
posure during those October nights, fell 
victims of the influenza epidemic which 
struck a few days afterwards. 

Plate Glass Replaced in Twelve Days 

Here again was another emergency 
and Mr. Brown moved quickly to adjust 
claims of his assureds. Within twelve 
days he had all the plate glass replaced. 
Almost immediately after the explosion 
occurred he hastened to New York City 
and purchased $12,000 worth of plate 
glass for the account of the Maryland 
Casualty. This foresight and quick ac- 
tion was deeply appreciated by those 
clients who had suffered losses. Before 
another week passed the entire available 
plate glass supply in New York had 
been exhausted, so great was the demand 
from sources of communities. Had Mr. 
Brown delayed and waited for adjust- 
ments to take their normal course his 
assureds would have had to board up 
their windows for several weeks at least. 

Altogether more than 300 claims were 
made under the explosion policies issued 
by Mr. Brown and these were adjusted 
within the period of a few weeks. The 
Government never reimbursed the insur- 
ance companies for their losses, but sub- 
sequently paid out $3,000,000 to individ- 
uals in the area who were without in- 
surance for the explosion hazard. 

For over twenty years Mr. Brown 
has been a member of the New Jersey 

(Continued on Page 28) 
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N. J. Agents’ Committee Prepares 
Outline of New Insurance Course 


Plans for an insurance course 
sored by the New Jersey Association of 
Underwriters have been prepared in out- 
line form by a committee of the agents’ 
association headed by H. Donald Holmes, 
Summit, chairman of the executive com- 
mittee. Other members of the commit- 
tee are Alan V. Livingston, Englewood ; 
William F. O’Brien, Passaic; Edward M 
Schmults, Ridgewood, and Charles E. 
Meek, Jr., Paterson, now president of 
the association. This committee was ap- 
pointed earlier this year when Herbert 
A. Faunce, Atlantic City, was president 
and he has served as an ex-officio mem- 
ber. Laurence E. Falls, vice-president 
of the American of Newark, was invited 
to serve with the committee and accepted. 

This committee was instructed to se- 
cure data regarding the various insur- 
ance courses then in existence and to 
study these as they relate to conditions 
in New Jersey for the purpose of deter- 
mining whether an educational course 
should and could be established in New 
Jersey. Findings of the committee were 
that a course would be helpful to those 
now in insurance and those seeking to 
enter the business. 


spon- 


Outline of Course 

The committee announces that “if it 
be determined that this course is to be 
given in a year, it will be necessary to 
condense the rather exhaustive outline 
used in three and four year courses, such 
as given by the Insurance Institute of 
America, and yet it is desirable to give 
the student, with collateral reading, a 
broad general idea of the principles and 
fundamentals of each of the major di- 
visions of insurance, and to acquaint the 
student with the responsibilities to be 
assumed by an Insurance Agent.” 

The outline covers the following points: 

History and principles of insurance. 

Fire insurance: insurers, contracts, 
rates, common and special hazards, fire 
protection and prevention, cooperative 
organizations and supervision and regu- 
lation. 

Casualty insurance: carriers, state su- 
pervision, principles of rate-making, in- 
spection and prevention, perils to be in- 
sured, which include automobile liability, 
workmen’s compensation, public liability, 
steam boiler and machinery, plate glass, 
accident and health. 

Life insurance: types of companies, 
mortality tables, policy contracts, special 
features, industrial forms, reserves and 
surrender values, regulation and super- 
vision. 

Marine insurance: forms of coverage, 





New Books Received By 
N. Y. Insurance Library 


The library of the Insurance Society 
of New York, 100 William Street, has 
received three new books of interest to 
fire, marine and aviation underwriters. 
They are as follows: 

“Fire Insurance Theory & Practice” 
by T. R. Smith, F. C. I. L, lecturer on 
fire insurance before the Insurance In- 
stitute of London. This book is pub- 
lished by Stone & Cox, Ltd. 

“Introduction to Marine Insurance” 
by John W. Gale, F. C. I. L, lecturer on 
marine insurance at Hull College of 
Commerce; published by MacMillan & 
Co., Ltd., London. This book provides 
a ground work for the study of marine 
insurance. 

1937 edition of “U. S. Aviation Re- 
ports,” edited by Arnold W. Knauth and 
Harry G. Hotchkiss of New York and 
Emory H. Niles of Baltimore. It is pub- 
lished in Baltimore by U. S. A. R., Inc. 
This volume, embracing more than 700 
pages, includes law cases, regulations and 
statutes applying to aviation. Among 
the law reports are many dealing direct- 
ing with insurance. 


basic 
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Suretyship: use of private and public 
bonds, rights and duties of parties to 
bond, types of bonds and fidelity cov- 
erage. 

Explaining the purpose of the sug- 
vested course, Mr. Holmes told The 
Eastern Underwriter this week: 

“The intent of all this is to make it 
possible for those now in the insurance 
business to improve their knowledge and 
to present to those about to enter the 
business a means of preparation so that 
they will have a good background of 
knowledge that will assist them in prop- 
erly caring for the needs of the insuring 
public. 

“It may even be possible that such a 
course may be a part of the require- 
ment for license although this will have 
to develop in the future and is not a 
present consideration. 

“With all the talk of elimination of 
the appointment of persons not quali- 
fied it is our purpose to show that we 
are not, in any way, opposed to an 
honest effort upon the part of qualified 
persons to enter the field of insurance 
but rather that we wish to help them if 
they decide to make it their life work. 

“It is possible that the course may 
be given under the direction of the In- 
surance Institute of America at Newark, 


and probable that a correspondence 
course will be included. 
“Of course, there are many details 


to be decided upon and it will be some 
time before it will be possible to pre- 
sent the matter in detail, but the com- 
mittee is endeavoring to speed up the 
work of planning so that it may be ready 
by Spring.” 





ENGLISH CLASS FORMED 


Organization of New York Insurance 
Women Sponsoring Course That 
Will Commence January 24 
Insurance Women of New York, an or- 
ganization formed in 1934, will sponsor 
a course in English to consist of ten 
class sessions covering a thorough review 
of grammar and punctuation. The stu- 
dent will receive a set of articles or 
lessons each week. These lessons are 
in loose leaf form and can be placed 
in any standard binder. At the com- 
pletion of the course the student will 
have a valuable text book for perma- 
nent reference. The student’s progress 
will be recorded by frequent brief tests 
and a comprehensive final examination. 
Classes will start January 24 in the 
Eastern Underwriters Association’s board 
rooms, 135 William Street. The cost will 
be $7.50. Registrations may be made 
with Miss Josephine Windle, Room 908, 
110 William Street, between 12 and 2 
p. m., or through a member of the In- 
surance Women in an applicant’s office. 
The instructor will be Miss Louise F. 
Windle, instructor in English at Kath- 
erine Gibbs School, New York. She has 
also spent several years at office work. 
Miss Helen M. Garvan, supervisor loss 
department North British & Mercantile, 
is president of Insurance Women of New 
York which until now has been a social 
organization almost entirely. The mem- 
bers are secretaries to insurance com- 
pany and organization executives. There 
will be about 100 students in the class. 





OPENS BRANCH IN NEWARK 


The Rockwood Sprinkler Co. of Wor- 
cester, Mass., has opened a branch of- 
fice at 31 Clinton Street, Newark, N. J., 
to serve customers and prospects in that 
state. Roy Smith, branch manager, is 
in charge of the new office. He has been 
associated with the company several 
years. 





the danger is greater. 





“SNEAKING SHADOWS FOLLOW HIM” 


says the Alliance national advertising for December. 


“Santa Claus attracts thieves’—and that’s the best 
and biggest reason for taking out trustworthy insurance 
on costly jewelry, furs, and other expensive gifts. Theft 


or harm is easier during the holidays’ oonfusion, and so 


Gifts worth getting are worth safeguarding. 
to “ASK THE ALLIANCE AGENT.” 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch St., Philadelphia 
New York Office: 99 John Street, N. Y. 
Chicago Office: 209 W. Jackson Boulevard 
San Francisco Office: 231 Sansome Street 


It pays 
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Cairns Named for President 
Of New England Exchange 


‘The following have been nominated as 
officers of the New England Insurance 
Exchange for the coming year, to be 
voted upon at the annual meeting sched- 
uled for January &: president, Robert T 
Cairns, Providence Washington; vice- 
president, C. A. P. Johnson, Travelers 
Fire; members of the executive commit- 
tee, Charles S. Coxe, North British & 
Mercantile group; Dana G. Carr, Home 
and H,. Hayes Landon, Agricultural. 
These officers are elected for a term of 
two years, the other officers holding 
over on the second year of their terms. 

Officers whose terms hold over for an- 
other year are Charles A. Philbrick, St. 
Paul Fire & Marine, first vice-president 
and the following members of the execu- 
tive committee: Martin C. Cherry, New 
Hampshire; William T. Lepper, Aetna, 
and Louis K. Ives, Springfield Fire & 
Marine. 


Talks on Printing Processes 


Before Ad Men’s Conference 


Three printing processes and when to 
use them was the subject of a talk given 
by V. Winfield Challenger, director of 
printing, N. W. Ayer & Son, Inc., Phita- 
delphia, before the meeting of the In- 
surance Advertising Conference in New 
York City last week. 

_Mr. Challenger gave a brief descrip- 
tion of each of the mechanical steps 


necessary to produce a job from original . 


copy to completed piece by letterpress, 
lithography and gravure. He told some- 
thing of the comparative cost of each 
process and the time required in produc- 
tion by each process. Because the larg- 
est proportion of printing is produced by 
letterpress, it is always well to consider 
that first. He remarked that during the 
past few years lithography (offset, photo- 
lith) has made very rapid strides and has 
cut deeply into the volume of letterpress 
previously produced. 

It was explained that there is no hard 
and fast rule for deciding which process 
should be used, but that each job must 
be considered individually and from three 
separate angles: cost, result desired, 
speed. Certain jobs can be produced 
more quickly and cheaper by one process, 
but will not have the quality the other 
processes will give. Other jobs because 
of the quality reproduction desired, must 
of necessity be produced by certain 
processes which take more time and 
costs more money. 


RHODE ISLAND AGENTS ELECT 

Officers of the Rhode Island Associa- 
tion of Insurance Agents were re-elected 
at the recent annual meeting at Provi- 
dence. They are J. F. O’Donnell, presi- 
dent; G. R. Smith, honorary vice-presi- 
dent; H. E. Davis, vice-president; E. 
Dane, secretary-treasurer, and P. A. Col- 
well, national councillor. 





HEADS N. J. LOCAL BOARD 


Walter D. Lamon was elected presi- 
dent of the Burlington County (N. J. 
Association of Insurance Agents at the 
annual meeting held in Moorestown. 
Lamon succeeds H. F. Stockwell, Jr. 
Other officers chosen were William Ab- 
salom, vice-president, and Arthur 
Cutler, secretary-treasurer. 
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The average householder 
cannot detect what might 
be dangerous defects in 
his heating boiler. 


Show your clients that our 
expert inspection service 
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Retires From Century 


- 


Blackstone Studios 
JOHN HOSKING 


John Hosking, assistant United States 
manager of the Century for the last three 
years, has retired from that company and 
will announce his future plans shortly 
He has taken temporary quarters at 111 
John Street. 

Twenty-seven years ago Mr. Hosking 
entered insurance with the Western de- 
partment at New York of the North 
British & Mercantile. From 1922 to 1929 
he served the company as Cook County 
special agent in Chicago. Returning to 
New York in 1929 he joined Henry W. 
Brown & Co., then United States man- 
agers of the Century. He served with 
the title of general agent until January, 
1935, when he was advanced to assistant 
United States manager. 


Mass. Society Officers 

At the annual meeting of the Insur- 
ance Society of Massachusetts in Bos- 
ton Wednesday Alexander Ellis of Fair- 
field &.Ellis was elected president; An- 
drew S. Nelson of Kaler, Carney & Liff- 
ler Co., first vice-president; Francis J. 
O’Gara of John C. Paige & Co., second 
vice-president, and John W. Gahan of 
Joit, Dalton, Church & Hamilton, third 
vice-president. Fred J. Devereaux of 
Patterson, Wylde & Windeler was elect- 
ed secretary-treasurer. 

Directors for two years elected were 
F. Clayton Elliott, Aetna Casualty; Ar- 
thur J. Lewis, Boit, Dalton, Church & 
Hamilton; Charles L. Powers, Travelers; 
Clayton H. Clancy, Hinckley & Woods, 
and John T. Orr of the Employers Lia- 
bility Co. James H, Carney was re- 
elected a trustee. 





November Fire Losses Up 

Fire losses in November in the United 
States are estimated at $23,849,673 by the 
National Board. This is an increase of 
$1,041,176, or 5%, from the November, 
1936, figure and of $2,978,089 over No- 
vember, 1935. For the first ten months 
of 1937 losses amount to $254,547,142, 
against $263,223,617 for the same period 
last year 





MONTANA FIRE PREMIUMS 

In Montana 130 board stock companies 
wrote 71.8% of all the 1936 fire premi- 
ums in that state, according to report 
of the State Insurance Department. The 
loss ratio of the board companies was 
45.2%. Eighteen non-board companies 
wrote 15.3% and eighteen mutuals wrote 
13.1%, with a 52.3% loss ratio. The 
mutuals increased their share from 9.1% 
in 1935. 





Norman J. Westerhold, Jr., of the 


Rockwood Agency of Chicago, has been 
elected a director of the Chicago Board 
of Fire Underwriters, He takes the place 
on the board made vacant by his father’s 
death two years ago, 





National Board 25-Year Club 
Celebrates Double Anniversary 


Veterans of the National Board of 
Fire Underwriters last week celebrated 
a double anniversary at the twelfth an- 
nual meeting of the 25 Year Club. At 
the same time, General Manager W. E. 
Mallalieu received congratulations on his 
thirty-seven years in the service of the 
National Board and twenty-seven years 
as general manager, 

At a luncheon held at the Drug & 
Chemical Club in New York the presi- 
dent and all living past presidents of 
the National Board were elected hon- 
members of the 25-Year Club, 


orary 
which now has three classes of mem- 
bers, honorary, active and associate. 


Active members are, in addition to 
Mr. Mallalieu, Chief Engineer George 
W. Booth, A. C. Hutson, H. E. Newell, 


C. T. Bissell, J. H. Howland, and R. C. 
Dennett of the New York office, Clar- 
ence Goldsmith of the Chicago office and 
Charles H. Lum and R. E. Andrews of 
the San Francisco office. The associate 
members are those who have served the 
National Board more than twenty years 
but less than twenty-five years. 

Honorary members are President Paul 
B. Sommers, president, American of 
Newark; past presidents, F. W. Koeck- 
ert, U. S. manager, Commercial Union; 
W. H. Koop, president, Great American ; 
C. W. Bailey, chairman of the board, 
American of Newark; James Wyper, 
vice-president, Hartford Fire; George G. 
Bulkley, president, Springfield Fire & 
Marine, and R. M. Bissell, president, 
Hartford Fire. 





BOSTON MEETING DEC. 28 





Agents Invited to Hear Explanation Of 
How New England Fire Insurance 
Rating Body Will Operate 
An invitation has been extended by 
the New England Fire Insurance Rating 
Association to Boston fire agents to 
meet December 28 to receive an ex- 
planation of the proposed methods of 
operation of the new association and 
the advantages that agents will have 
under it. The invitation was issued by 
George G. Bulkley, president, Spring- 

field Fire & Marine. ye 

The proposed consolidation of the 
Providence and Boston boards with the 
New England Insurance Exchange is 
still undetermined. The subject is ex- 
pected to come up at the December 28 
meeting. Many agents disapprove of 
the plan. 





Buehring Leaving London 
To Form Own Claim Bureau 


Paul Buehring, for the last six years 
automobile claim supervisor of the Lon- 
don Assurance Group, will sever his 
present connection on January 1 to form 
Companies Claim Service Bureau, inves- 
tigators and adjusters, with offices at 
Teaneck, N. J. 

Formerly assistant manager of the 
claim department of S. J. Newman, Inc., 
Mr. Buehring has been active in the in- 
surance field for nearly twenty years. 
His first connection, in 1918, was with 
C. A. Orr, marine managers (now S. | 
Newman, Inc.), and he subsequently held 
positions with the General Exchange In- 
surance Corp. (General Motors) in the 
Newark and Detroit offices. 

Mr. Buehring’s successor at the Lon- 
don Assurance has not yet been named. 





ELECT W. J. CARROLL DIRECTOR 
William J. Carroll, president of the 
Rockwood Sprinkler Co. of Worcester, 
Mass., has been elected to the board 
of directors of the Gamewell Co., New- 
ton, Mass., which is an associate of the 
Rockwood company. Both companies 
are active in the fire protection field. 
Prior to going with the Rockwood 
Sprinkler Co. as president Mr.: Carroll 
was connected with the Gamewell Co. 
for fourteen years, serving with the 
advertising department at first and later 
becoming general sales manager. 





F. J. MARSHALL IN NEW YORK 
Fred J. Marshall of East Aurora, N. 
Y., member of the rural agents’ com- 
mittee of the National Association of 
Insurance Agents and for years chair- 
man of the farm underwriting commit- 
tee of the New York State Association, 
was expected in New York City this 
week for a series of conferences in con- 
nection with his work with the National 
Association, 


It was announced as code hearings 
closed last week that the next hearing 
will be held at the Hotel Syracuse, 
Syracuse, on December 28-29 on Ar- 
ticle XI-b and in Albany on Decem- 
ber 30 on the same article which deals 
with cooperative fire companies. The 
next hearing in New York City will 
be after January 1. Chairman Piper 
invited agents and brokers to attend 
the upstate hearings. 








Phoenix-London Group 
Elects Three New Directors 


J. M. Haines, general attorney for the 
Phoenix-London Group and chairman of 
the domestic companies, announces sev- 
eral changes in the directorate of some 
of the companies of the Phoenix-London 
Group. 

Lindsay Bradford, president of the 
City Bank Farmers Trust Co., already a 
director of the Phoenix Indemnity, was 
elected to the board of the Imperial 
Assurance and the Columbia of New 
Jersey. Dave H. Morris, Jr., vice-presi- 
dent of the Bank of New York & Trust 
Co., was elected a director of the Phoe- 
nix Indemnity, Imperial Assurance, and 
the Columbia. Richard E. Hanson, vice- 
president of the Pennsylvania Co., and 
George R. Packard, Jr., vice-president 
of Stokes, Packard & Smith, Inc. a 
prominent Philadelphia agency, were 
elected to the board of the United Fire- 
men’s. 





SOUND FILM AVAILABLE 

Rockwood Sprinkler Co., Worcester, 
Mass., is distributing a folder on its 
new motion picture, “Modern Magic in 
Fire Protection.” It is a twenty-nine 
minute demonstration of advanced meth- 
ods. The company has a number of 
complete portable outfits and films in 
the hands of its representatives through- 
out the country and offers to make show- 
ings before fire insurance people who 
may be interested, without cost or obli- 
gation to them. The film has been well 
received by fire underwriters who have 
seen it. 


CHICAGO FIRES DECLINE 


The monthly upward trend in number 
of fires in Chicago was broken in No- 
vember when the Fire Insurance Patrol 
responded to 1.2% less alarms than for 
the same month last year. Total fires 
for the first eleven months of this year 
have been 11.6% below the same period 
last year, 





SPECIAL AGENT AT ALBANY 

Special Agent C. Irving Bush, Glens 
Falls and Commerce companies, has es- 
tablished headquarters in Albany, N. Y. 
Special Agent Wallace Cowan will con- 


tinue to make headquarters in Glens 
Falls. 
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If you are open to new sales ideas 
and have never read our levee) ata 
“Planned Progress,’ you are cor- 
dially invited to write for it With- 
out delay. It describes an aggres- 
sive and profitable plan we offer 


to agents qualified to represent us. 
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NORTH AMERICA PROMOTIONS 


Horace J. McCauley Made General 
Manager on Pacific Coast for All 
Departments; Owen Advanced 

The Insurance Co. of North America 
and Indemnity Insurance Co. of North 
America announce the appointment of 
Horace J. McCauley as general manager 
on the Pacific Coast for all departments, 
effective January 1. Mr. McCauley has 
well earned this promotion, having suc- 
cessfully served the North America sinc 
1917, being attached to the home office 
in Philadelphia for several years, and 
since 1927 as marine manager in San 
Francisco. 

This new alignment on the Coast is 
in harmony with the present policy of 
the North America Group in its other 
departmental headquarters, now having 
general managers in charge of all its 
activities in New York, Chicago and 
Toronto. ‘ 

R. W. Forsyth remains as manager ol 
all casualty and bonding lines. Frank 
F. Owen will be assistant manager 0! 
all departments. T. K, Hannum con- 
tinues as marine manager. Thomas J 
Craig continues as assistant fire man- 
ager. J. P. Breeden has resigned as ot 
December 31. 

This arrangement will in no way af- 
fect the companies’ activities for the fire 
business of the Philadelphia Fire & Ma- 
rine, which will remain with Frank M. 
Avery, or the National Security Fire 
business, which will continue under Crav- 
ens, Dargan & Fox, general agents. 








TREISS NOW COMMANDER 





Insurance Post American Legion, New 
York, Holds Installation and a 
Christmas Party 
Herman G. Treiss was installed as 
commander of New York Insurance Post 
1081 American Legion, December }* 
County Commander Burkard, with his 
entire staff, presided at the ceremonies 
where, in addition to Mr. Treiss, the 
following officers were duly installed: 
Joseph R. Loomis, first vice-commander; 
Edward T. Glatzmayer, second vice: 
commander; Edward Schwarz, third 
vice-commander; Charles A. P. Lohmul- 
ler, finance officer; George J. Foley, 
service officer; Francis L. Field, judge 
advocate; Wallace L. Clapp, historian; 


Rev. Carl Podin, chaplain; Bruce 
Brighton, sergeant-at-arms; Donald K 
Pollock, sergeant-at-arms; Fred 


Hacey, adjutant. 

On recommendation of Service Officer 
Foley, appropriation was made to pur 
chase thirty pairs of shoes for children 
of the West Side Vocational High 
School. In addition, $25 was appropt- 
ated for Christmas baskets and a dona 
tion to the Henry Street Visiting Nurses 
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Missouri has 69,420 
square miles, 2.29% of the 
U.S. 


Missouri has 3,629,367 
population, 2.96% of the 
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Missouri has an esti- 


| PE 
Se es Ss So ae  « e— *43 mated wealth of $11,311,- 
114 000,000, 3.19% of the U.S. 


IMissouri is a State of unusual advantages. It has an ideal topography, a plateau in the north 
and west, the beautiful Ozark Mountains in the center and south and rich river bottoms in. the 
southeast. It is also rich in agricultural and industrial resources. 

Naturally, therefore, the State has developed along widely divergent lines. It produces forty per- 
cent of the domestic supply of lead ore, while the value of its crops and livestock products is over 
$200,000,000. 

Shoe manufacturing is the leading single industry, but thirty-six meat-packing plants in and 
around Kansas City produce a value of more than $73,587,000. Twenty-one main railroad lines 
and about 1,000 miles of navigable waterways provide exceptional transportation facilities. One 
of the bridges over the Mississippi at St. Louis is said to accommodate more freight cars than any 
other in the world. 

St. Louis, in the eastern part of Missouri, and Kansas City, in the western, are two of the most 
progressive cities in the country. 

Three universities, twelve colleges and seven normal schools, the botanical garden and Municipal 
Open Air Theatre in St. Louis and the Nelson Gallery of Art and the Atkins Museum in 
Kansas City testify eloquently to the cultural attainments of this great State. 


Missouri insures, with the old established stock companies, 
$1,422,411,009 of its property values against fire and pays, 
annually, $13,184,035—2.90% of the premiums of the United States. 


Merchants and Manufacturers Fire 


Insurance Company 
Chartered 1849 


American Equitable Assurance Com- 
pany of New York 


Organized 1918 Capital $1,000,000.00 Trenton, N. J. 


Capital $1,000,000.00 


Globe & Republic Insurance Company " 


of America New York Fire Insurance Company 


Incorporated 1832 Capital $1,000,000.00 


Philadelphia, Pa. Established 1862 


Capital $1,000,000.00 
e * 

Sussex Fire Insurance Company 

Newark, N. J. 


Knickerbocker Insurance Company 
of New York 


Capital $1,000,000.00 


Cortoon & Reynolds 


MANAGER 


Incorporated 1928 


Organized 1913 Capital $1,000,000.00 


92 William Street New York 


One of a series designed to acquaint insurance men and insurance buyers with a few facts about our country. 
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Doyle, Bennett Differ 
On Solicitor Tax Status 


FORMER KNOWS OF NO RULING 


Bennett, However, Says That Washing- 
ton Has Already Ruled on Com- 
mission Solicitors 

The first inquiry made by an agent to 
the National Board of Fire Underwriters 
relative to the status of solicitors under 
the taxing provisions of the Social Se- 
curity Act was received by J. H. Doyle, 
general counsel of the board, last week. 
He replied pointing out that attention 
has been centered on the form of con- 
tract companies have offered their agents 
and liability of agents on account of 
their solicitors has been overlooked. He 
said it is important that all parties in- 
terested take concerted and immediate 
action to establish the non-taxable status 
both as to agents as being independent 
and not employes of the company, and 
solicitors as being independent and not 
employes of the agent. Mr. Doyle also ob- 
served that unless the status of solici- 
tors is determined without much more 
delay agents are likely to find them- 
selves subjccted to a demand for payment 
of the tax imposed upon them as an 
employer of solicitors. 

Mr. Doyle knows of no ruling whereby 
solicitors working purely on a commis- 
sion basis have been definitely deter- 
mined to be independent contractors and 
not employes. Whether or not they are 
employes would depend upon the rela- 
tionship under their contract of employ- 
ment by the agent and the element of 
domination or control he exercises over 
them. 

The Oh‘o law uses the term “employ” 
in connection with solicitors, but Mr. 
Doyle points out that such inference can 
be offset by proof, both contractual and 
in fact, for upon both elements depend 
the final determination; that is, the con- 
tract may be sufficiently broad to permit 
control and domination and if so the 
relationship would be held to be that of 
an employer and employe even if the 
right was never exercised. On the other 
hand the contract may be entirely silent 
as far as any right to control or domi- 
nate is concerned and yet, if in fact 
such control did exist the authorities 
would hold the relationship to be tax- 
able. It is, adds Mr. Doyle, of the utmost 
importance that this relationship be ex- 
hibited along lines that will exempt the 
agent and the solicitor from both Federal 
and state taxes. 

Agents’ Ass’n Holds Ruling Has 

Been Obtained 

The American Agency Bulletin, week- 
ly publication of the National Associa- 
tion of Insurance Agents, today takes 
issue with Dr. Doyle’s conclusion. The 
association’s article holds that a ruling 
as to the status of the solicitor “has 
been obtained in what might be con- 
sidered a typical case, in which the De- 
partment of Internal Revenue held that 
solicitors working out of an agency are 
not employes, and was published in full 
in the Bulletin of January 29, 1937. 

“In this instance, the agent had no 
written contract with three solicitors at- 
tached to his office. He outlined the 
arrangement in a letter to the Collector 
of Internal Revenue at Tacoma, Wash., 
who in turn, submitted it to the Bureau 
of Internal Revenue in Washington, D. 
C., for a ruling. 

“He explained that his firm conducts 
a general insurance business, and that 
the agency has no jurisdiction or control 
over the hours or place where the solici- 
tors work, saying: 

“*They simply work where and when 
they wish, and on any kind of insurance 
they desire, and when arrangements are 
completed, they bring the necessary in- 
formation to our office on lines other 
than life insurance. We write the poli- 
cies and when the premiums are paid 
they receive their portion of the com- 
mission on the transaction. We have no 
right to control or direct the individual 
in the performance of his business op- 
erations, nor the manner or place of 


soliciting insurance or making his pro- 
posals for insurance.’ 

“While this ruling was made in a case 
where there was no written contract, it 
is the opinion of Mr. Bennett that it is 
preferable for agents to enter into writ- 
ten agreements with their solicitors, 
clearly setting forth the independent 
character of the solicitors’ operations. 

, Contrary to the deduction published 
in connection with the Doyle letter, that 
apparently so much attention has been 
focused on the agency contract that the 
status of solicitors has been thrust into 


the background, it has been the subject 
of attention by the National Association 
since the advent of the Federal Social 
Security Act. The first brief on the sub- 
ject filed by Mr. Bennett with the Social 
Security Board in Washington, was di- 
vided into two parts, one dealing with 
agents and one with solicitors, as inde- 
pendent contractors. That was filed De- 
cember 3, 1935.” 





CHICAGO GOLF ASS’N OFFICERS 
A. W. Hale, president of the Chicago 
insurance firm of A. W. Hale & Co., 


was last week inducted as president of 
the Chicago District Golf Association 
Also serving as directors of the asso. 
ciation are H. J. Lorber of Rollins. 
surdick-Hunter Co. agency, and William 
Otter, vice-president of Marsh & Me- 
Lennan. 
J. F. LUEHS TO TAKE CRUISE 
John F. Luehs, special agent in New 
Jersey for the Bankers & Shippers, Pa- 
cific Fire and New Jersey Fire, and Mrs 
Luehs will embark January 7 upon 4 
cruise to Haiti and South American 
ports. 
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The wise insurance agent carefully considers two factors: 


FIRST... the adequacy of the insurance program properly 
to do the job. 


SECOND ... the adequacy of the insurance carrier to fulfill the 
insurance contracts purchased. 


Don't underestimate the first-—the anchor. But give even greater 
thought to the second — the anchor line, which in case of parting 
renders even a good anchor useless. 


Tie up your clients’ insurance program with the Great American 
Group, which has afforded sound protection for sixty-five years. 
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National Board 


Ad Campaign 


(Continued from Page 1) 


Manager W. E. Mallalieu addressed to 
the agents he says: 

“‘Through the agency system and the 
yarious insurance organizations, boards 
and bureaus, the capital stock fire in- 
surance business has been rendering a 
public service of very real value to the 
country over a long period of years. You 
know of it, but possibly we have been 
too modest in telling the story of the 
distinctive and continuing service of our 
business. We stand four-square with 
American business methods; we have 
the product, we are competent to render 
the service and we seek a reasonable 
profit. Capital stock fire insurance is 


AL 
ess <7 o 











* 
InsuR® 


an important part of the American busi- 
ness structure which has for its founda- 
tion individual initiative, sound methods 
and stability. We want you to join us 
in supporting it and, in addition, take 
every opportunity to tell of the many 
things done by the companies you rep- 
resent to save and preserve life and 
property’.” 

A new insignia, or seal, has been de- 
veloped, Mr. Nelson said, and will ap- 
pear in National Board advertisements 
from now on. It reads “Standard Pro- 
tection-Capital Stock Fire Insurance.” 

“You will notice also in each of our 
advertisements,” Mr. Nelson continued, 
“4 paragraph which reads: ‘Capital stock 
company fire insurance provides sound 
protection at a pre-determined cost with- 
out risk of assessment to the policy- 
holder. Its promise is backed not mere- 
ly by legal reserves but by capital stock 
and a surplus accumulated to meet both 
normal expected losses and those that 
are abnormal and uncertain even 
extreme losses due to conflagrations.’ 
Its system of operating through compe- 
tent local agents assures to policyholders 
prompt personal service. 

“Our advertisements show how life 
has been made safer by the varied activi- 
ties sponsored by the capital stock fire 
insurance companies through the Na- 
tional Board of Fire Underwriters, and 
how these activities affect the welfare 
of every man, woman and child in 
America. They bring out the importance 
of capital stock company fire insurance 
to the economic structure of the country 
and to the security of every individual 
in the United States. 

New Advertisements for Agents 

“As a part of the merchandising plan 
of this campaign, we have prepared a 
Series of newspaper advertisements for 
the use of local agents in tying up 
with our magazine advertising. Not 
alone is this a part of the campaign 
but the advertisements for agents were 
prepared also in answer to many re- 
quests coming to the National Board 
directly from agents through our mem- 
ber companies, through the National 
Association of Insurance Agents and 
through the business development 
office. 

“Accordingly, we have worked in close 
harmony with these organizations in the 
production of the advertisements and in 
the merchandising of our national ad- 
vertising campaign. The insignia, or 
seal, ‘Standard Protection’ appears also 
in these agents’ advertisements which 
are in one- and two-column widths and 
may be adapted also to use by local 
boards of insurance agents by adding 
another column of space at the bottom 
lor the names of the local agencies 
comprising the board. 

" Directing the Advertising 
“Tn my opinion,” said Mr. Nelson, 

‘some of the best minds in the insur- 


ance business are devoting themselves 
to this campaign. General Manager 
Mallalieu is much interested in the pub- 
lic relations activities of the National 
Board and Chairman John M. Thomas 
and other members of the committee on 
public relations give very freely of their 
time. In addition to Mr. Thomas, who 
is president of the National Union Fire 
of Pittsburgh, the committee on public 
relations of the National Board is made 
up of Sumner Ballard, president, Inter- 
national; James Wyper, vice-president, 
Hartford Fire; William R. Hedge, presi- 
dent, Boston Insurance Co. 

“Also J. C. Harding, vice-president, 
Springfield Fire & Marine; D. E. Mon- 
roe, assistant United States manager, 
Commercial Union Group; John Kremer, 
vice-president, Insurance Co. of North 
America Group; R. P. Barbour, United 
States manager, Northern Assurance; H. 
B. Lamy, Jr., vice-president, Pacific 
Fire; E. C. Stone, president, Employers 
Fire; Guy E. Beardsley, vice-president, 
Aetna; George C. Long, Jr., president, 
Phoenix of Hartford; F. N. Belgrano, 
Ir, president, Pacific National Fire, San 
Francisco; H. R. Waite, president, Agri- 


cultural, Watertown; C. W. Pierce, 
vice-president, America Fore Group; H. 
T. Cartlidge, deputy U. S. manager, 
Royal-Liverpool Groups, and C. E. Case, 
assistant U. S. manager, North British 
& Mercantile Group. 

“The advertising agency handling the 
National Board of Fire Underwriters 
account is Geare- Marston, Inc., Phila- 
delphia and New York.” 





Newark News Backs Agents’ 
Move to Survey City Risks 


The Newark News, in an _ editorial, 
supports the move made by the Essex 
County Board of Fire Underwriters to 
survey present insurance on Newark 
city property and to make intelligent 
suggestions for improvement to the city 
commission. Following is this editorial 
endorsement : 

Newark is fortunate to receive the 
offer of the Essex County Board of 
Underwriters for revision of its fire 
insurance set-up. The program promised 
by the underwriters should be beneficial 
in numerous ways and eliminate much 
of the “patronage” abuse that has at- 
tended the handling of city insurance. 
The Dixon investigation showed up nu- 
merous errors of commission: and omis- 
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sion in this regard. It did not make 
pleasant reading. 

The plan suggested is not an experi- 
ment. It has stood the test of experi- 
ence as a result of assistance asked of 
county boards of underwriters by Bank- 
ing Commissioner Withers. As the reso- 
lution of the insurance men, presented 
to the City Commission, puts it, they 
would operate “to the end that the tax- 
payers receive greater efficiency, greater 
economy and more expert and uninter- 
rupted control of the complex and con- 
stantly changing insurance requirements 
of a large municipality.” 

Which would be all the 


would ask. 


taxpayers 


1397 STUDENTS ENROLLED 
For the year 1937-38 the Insurance So- 
ciety of New York has a total student 
registration of 1,397. This includes 448 
enrolled from fire insurance ranks and 
299 from casualty ranks, the two largest 


classifications. Eighty-four are taking 
the brokers’ course. 
JOHN C. KIDD DEAD 
John C. Kidd, 66 years old, Brazil, 


Ind., former Indiana insurance commis- 
sioner, died recently of apoplexy at 
Miami, Fla. 
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HOLIDAY GREETINGS 
and Best Wishes for 


We SPRINGFIELD GROUP 


OF FIRE INSURANCE COMPANIES 


Geo. G. Bulkley, President 


SPRINGFIELD FIRE & MARINE INSURANCE CO. - SPRINGFIELD, MASS. 


CONSTITUTION DEPARTMENT 
SENTINEL FIRE INSURANCE COMPANY - - - - 


MICHIGAN FIRE & MARINE INSURANCE COMPANY .- 
NEW ENGLAND FIRE INSURANCE COMPANY . .« .: 





SPRINGFIELD, MASSACHUSETTS 
SPRINGFIELD, MASS. 


DETROIT, MICH. 
PITTSFIELD, MASS. 
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George Holden, Old 
Newspaperman, Dead 


LONG INSURANCE JOURNALIST 





Known Extensively Among All Classes 
Of the Business; Spent Latter Years 
As General Broker 





George H. Holden, Belleville, N. J., 
who for many years had been engaged in 
insurance journalism and more recently 
was in the insurance business as a 
broker, died December 13, age 56. He 
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GEORGE H. HOLDEN 


Had a 


had been ill for about ten days during 
which time he suffered two heart at- 
tacks and a stroke. He leaves his widow, 
two sons, two daughters and a brother. 

Mr. Holden was born in Chicago, at- 
tended high school in Huntington, N. Y. 
and was graduated from Trinity College, 
Hartford, in 1902 where he was a mem- 
ber of Alpha Chi Rho Fraternity. He 
became an agent of the Equitable Life 
Assurance Society in Providence, R. 
but soon took up newspaper work, be- 
ing employed in various capacities on the 
Providence Telegram, Boston Journal, 
Morristown (N. J.) Chronicle, New 
3runswick (N. J.) Home News and the 
Daily Press, of which he was city edi- 
tor. Entering insurance journalism, he 
was connected with The Weekly Under- 
writer, The Insurance Press, The East- 
ern Underwriter, Insurance Age and the 
Surveyor and was New York corre- 
spondent of The National Underwriter, 
Chicago, and corresponded for other in- 
surance papers 

He purchased the Surveyor and also 
the Insurance Age, which he published 
for a time. The Surveyor was merged 
with the Insurance Field, Louisville. He 
sold the Insurance Age and re-entered 
life insurance, this time with the Aetna 
Life in New York. He also developed 
a general brokerage business principally 
in New Jersey. For several years he 
acted as insurance counsel for the New 
York City Pond of the Biue Goose. 

Mr. Holden served in the artillery 


during the World War and was a past 
commander of 


Lorraine Cross Post, 


Brok 


KI News 


gents 














For Tighter Rein On 
Excess Commissions 


NEW YORK LAW RECOMMENDED 





Report by Department on Fire Insurance 
Exchange Points Out Failure of 
Present Methods 

Legislation that would give New York 
State regulation over 
similar to that it now has over rates is 
being advocated by Paul J. Molnar, ex- 
aminer in the New York Department. 
Such legislation is proposed as a cure 
for payment of excess brokerage by 
members of the New York Fire Insur- 
ance Exchange. The recommendation is 
made in a report by Mr. Molnar on an 
examination of the exchange. The re- 
port says in part: 

“The reasons why the violators cannot 
be ferreted out have been given in this 
report. A local, voluntary association 
such as the exchange with its efficient 
examining bureau and a fearless arbi- 
tration committee must of necessity wage 
a losing battle while there are so many 
avenues of evasion open to its members 
unless the membership can be purified. 

“The condition of the examiners not 
uncovering any excess commission pay- 
ments is not a reflection on their work, 
but is due in a great measure to the 
limited scope of the exchange’s author- 
ity. It was also found that in many 
instances where the examiners attempted 
to go beyond their regular routine, even 
in situations where the exchange appar- 
ently did have jurisdiction, they were 
met with resistance by the offices being 
examined. It can be readily compre- 
hended that where an office pays excess 
commissions it will take the necessary 
precautions to hide them by devious 
methods which are beyond the realm of 
the exchange authority to probe into, as 
for example putting the excess payments 
through the casualty books or rerouting 
through an office outside the exchange 
territory or jurisdiction, and thereby 
frustrating the discovery of any excess 
payment.” 


acquisition cost 





American Legion, in Brooklyn where he 
resided for a time. He had an unfail- 
ingly cheerful disposition, took a keen 
and conscientious interest in whatever 
work he was engaged in, possessed a 
wealth of good fellowship and a genuine 
desire to be helpful whenever possible, 
having many friends among insurance 
people. He maintained his interest in 
church, civic and patriotic affairs and 
was a member of the Order of the Cin- 
cinnati through his descent from Major 
General William Allen of Rhode Island, 
Revolutionary officer. His mother came 
from one of the oldest families in Belle- 
ville. Interment was at Huntington, N.Y. 


Syracuse Agency Marks 
Its 35th Anniversary 


STEINBICKER AGENCY, INC. 


Established in 1902 by August Stein- 
bicker; Now Represents Eight 
Well Known Companies 








The Steinbicker Agency, Inc., of Syra- 
cuse, N. Y., is celebrating its thirty-fifth 
anniversary in the local production field 
and to mark the occasion has published 
a sixteen-page illustrated booklet outlin- 
ing the agency’s history and telling some- 
thing about the present agency person- 
nel. This well known office represents 
eight fire and casualty companies They 
are the National Fire, United States Fire, 
St. Paul Fire & Marine, Merchants Fire, 
Reliance of Philadelphia, Republic of 
Texas, New York Casualty and Standard 
Surety & Casualty of New York. 

In 1902 when the canal as well as 
the railroad tracks ran through the down- 
town streets of Syracuse August Stein- 
bicker opened an insurance agency in 
the old Bastable Building. Born in Cana- 
joharie, N. Y., in 1860, he had been city 
assessor. With him was Thomas Murphy 
as junior partner, the office being known 
as Steinbicker & Murphy Later the 
firm was Steinbicker & Haight, when 
Alonzo Haight, a former insurance com- 
pany man, joined the organization. 

Years passed, the agency expanded and 
in 1919 Mr. Steinbicker admitted to part- 
nership his son Louis, who in 1917 was 
admitted to the bar of New York State 
from the College of Law of Syracuse 
University. Early in the twenties a girl 
named Myrtle Sprague was employed by 
the agency; later, in 1927, a young man 
by the name of Leonard Kotzbauer, 
joined the staff. These two were mar- 
ried in 1930 and continue to serve the 
interests of the agency and its clients. 

August Steinbicker died in February, 
1934. at the ase of 73 years, and his son 
Louis outlived him by only four months. 
Control of the agency then passed to 
Louis’ sister, Clara L Steinbicker, who 
incorporated the agency, taking in the 
former employes, Myrtle Kotzbauer as 
secretary-treasurer and Leonard Kotz- 
bauer as vice-president and manager. To- 
day the agency has close to two thou- 
sand clients. 


LEITH LICENSES REVOKED 
Superintendent of Insurance Louis H. 
Pink has revoked the licenses of Nich- 
olas Leith & Co., Inc., and Nicholas 
Leith, both of 44 Court Street. Brook- 
lyn. Leith, licensed individually as a 
general insurance broker and as an 
agent of a life insurance company. was 
charged with incompetency and untrust- 
worthiness within the contemplation of 
the Insurance Law to transact business 
as an insurance broker and/or agent. 
The licenses of Nicholas Leith & Co., 
Inc., were revoked on the ground that its 
qualifying officer, Nicholas Leith, was 
found to be incompetent and _ untrust- 
worthy as above stated to transact the 
fire insurance business. 


CRONHEIM DISPLAY HONORED 
David Cronheim. insurance and real 
estate agent of Newark, was awarded 
first prize for realtor’s display at the 
recent twenty-first annual realtors’ con- 
vention in New Jersey. Warren G. 
Reiner is vice-president of David Cron- 
heim, Inc., in charge of the insurance 
department. Among those attending the 
convention was Walter J. Snediker of 
the New Jersey Insurance Department. 





Eagle Fire Insurance Company 
(New Jersey) 


Treaty 
18 Washington Place 
Newark, New Jersey 





FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 
(Denmark) 
U. S. Branch 


Facultative 
90 John St., New York City 
Pacific Reinsurance Bureau, Ltd. 
114 Sansome Street, 
San Francisco, California 








Named Brooklyn Agent 


For Rochester American 





WILLIAM F. STANZ 


The Rochester American, one of the 
important companies in the Great Amer- 
ican group, has appointed William F, 
Stanz, 189 Montague Street, as its Brook- 
lyn agent for fire lines. Mr. Stanz has 
operated his own agency for eight years 
and also represents the London Assur- 
ance, Michigan Fire & Marine and Al- 
lemannia. Addition of the Rochester 
American will provide excellent facilities 
for taking care of a growing volume of 
business. Prior to establishing his own 
office Mr. Stanz secured broad experi- 
ence with other Brooklyn agencies. 

Mr. Stanz is well known to organized 
local agents in all parts of the country. 
For several years he has been active in 
association affairs and has attended nu- 
merous conventions of the National As- 
sociation of Insurance Agents and of the 
New York State Association. He is 
chairman of the executive committee of 
the Brooklyn Fire Agents Association, a 
post he has held six terms, and is a cap- 
tain of the Fourteenth Regiment of the 
National Guard. 

In 1903 Mr. Stanz entered insurance 
with the old Lehrenkrauss agency in 
Brooklyn. In 1911 he deserted the busi- 
ness for two years to take singing roles 
in theatrical road companies, one headed 
hy Elsie Janis and another by Emma 
Trentini. Returning to insurance with 
the Hartford Fire’s New York office he 
spent five years there. Subsequently he 
served with the Irvin Agency, Inc., and 
the J. W. DeMott & Son agency. 


GENERAL BROKERS ELECT 








George F. Sullivan Remains as President 
For Another Year; To Hold 
Afternoon Meetings 
The General Brokers Association held 
its annual meeting for the election of 
officers last Wednesday evening. The 
following were elected for the 1938 term: 
President, George F. Sullivan; vice- 
presidents, first, S. Nicoll Schwartz: sec- 
ond, William J. McLaren; third. Julius 
A. Cohen: fourth, Peter E. Kramer; 
fifth, Harry K. Weiss; secretary, Leon- 
ard Jacobs; financial secretary, Joseph 
Wank: treasurer, Abraham Prusoff; ex- 
ecutive committee: Herman A. Bayern, 
Touis Escher. Frederick I. Ettlinger, 
Robert M. Ferguson, Nathan Green- 
baum, Reuben Jacobson, John Frederick 

Nubel and Paul Simon. 

As a result of a survey which had been 
undertaken by the membership commit- 
tee, the association voted to hold its 
recular meetings beginning with the 
January term on the second Wednesday 
of each month at four o'clock in the 
afternoon instead of in the evenings of 
that day as heretofore. This action was 
based upon the fact that an overwhelm- 
ing majority of the members had indi- 
cated a preference for afternoon meet- 


ings. 
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Edward S. Hawley of Buffalo Dies; 


Beloved Agent 71 


Funeral services were held Wednes- 
day at the North Presbyterian Church 
in Buffalo for Edward S. Hawley, grand 
oid man of the local agency field in 
New York State, who died on Sunday 
at the age of 91 years. Beloved by all 
yho knew him and widely admired for 
his fine character and also the enthusi- 
asm and cheerfulness toward life which 
he displayed almost to the hour of his 
death, his passing removes one of the 








EDWARD S. HAWLEY 


most 
business. 


interesting personalities in the 
He had been in insurance for 


seventy-one years and was a charter 
member of the New York State Asso- 
ciation of Local Agents which held its 


fifty-fifth annual convention this year. 

Besides being president of the state 
association in 1907 he was for years be- 
fore then and after that date active in 
association affairs. He made it a regu- 
lar practice to attend annual meetings 
as long as he was able and his appear- 
ance in the convention hall was always 
the occasion for a hearty welcome ex- 
pressed by vigorous applause. His op- 
timistic philosophy and counsel served 
as an inspiration to many younger men. 
Mr. Hawley was also a past president 
of the Buffalo Association of Fire Un- 
derwriters. 

When Mr, Hawley reached his nine- 
lieth birthday a year ago October 20 
scores of friends called upon him at his 
office. He was president of the Wood- 
worth-Hawley Co., one of the oldest 
agencies in Buffalo. Until a short while 
ago Mr. Hawley maintained excellent 
health and adhered to the custom of ar- 
tiving at his office at 8:30 each morning 
Where he did a day’s work. His late 
partner, C. H. Woodworth, who died 
some years ago, was one of the charter 
members of the National Association of 
Insurance Agents and an early president 
of that organization. 

The Buffalo agency was established by 
Mr. Woodworth in 1866. At approximate- 
ly the same time Mr. Hawley, then 
about 20 years old, embarked upon his 
Msurance career with the firm of Smith, 
Davis & Co. Mr. Hawley in those days 
Was a famous baseball player—widely re- 
garded as one of the best shortstops in 
the country. He played on the famous 
Niagara Baseball Club in 1867 when no 
one but the catcher wore a glove. Among 
the many friends of the team was a 
young lawyer named Grover Cleveland 
“ho used to buy the baseball boys pop 
i them up for their games. In 
Cohan sc inears Ball Club defeated the 

nbia nine by a score of 210 to 8, 
Mr, lawley scoring twenty-eight runs. 
t was due to the interest in baseball 


Years in Insurance 


of the late Edward B. Smith of Smith, 


Davis & Co., and also at the time sec- 
retary of the old Buffalo Fire & Marine 
that Mr. Hawley entered insurance. Up 
to that time he had been with a hard- 


ware firm. Mr. Smith controlled the 
Niagara Baseball Club. 
Mr. Hawley joined Mr. Woodworth 


as a partner in 1883 and since the death 
of Mr. Woodworth was president of the 
agency. 

The the 


companies represented by 


Woodworth-Hawley Co. are the Niagara, 
London Assurance, Royal Exchange, Vir- 
ginia Fire & Marine, Connecticut, Phoe- 


Avr imely Sales Help 


nix of Hartford, Alliance, Excelsior and 
for casualty, the Travelers. 

Mr. Hawley was for many years sec- 
retary of the Buffalo Driving Park As- 
sociation, 


EMPLOYERS FIRE SPECIAL 

The Employers Fire has appointed C. 
Forrest Peterson as special agent for 
Maine, New Hampshire and Vermont, 
succeeding Eugene C. Dunn, who has 
gone with the Hanover. Mr. Peterson, 
who has been with the Employers since 
1929, will have his headquarters in Man- 
chester, N. H. 


WOULD HAVE AGENTS PAY FEE 

The Indiana Association of Insurance 
Agents has gone on record as favoring 
payment of an annual qualification or 
application fee by fire and casualty 
agents. “The Indiana Insurance Depart- 
ment is put to great expense annually in 








investigating and determining the quali- 
fications of applicants for licenses and 
renewals of licenses,” a resolution re- 
cently adopted said. “This expense 
should be borne by the agents.” 

Also embodied in the resolution were 
assertions that the proposed fee should 
be in addition to license fees now paid 
by companies for their agents. The 
action was part of the annual convention 
held at Indianapolis. 

STABLER PA. STATE AGENT 

Frank L. Stabler has been appointed 
state agent of Corroon & Reynolds, Inc., 
in eastern Pennsylvania, with headquar- 
ters at Philadelphia, to succeed the late 
Walter Evert. Mr. Stabler has been 
with Corroon & Reynolds for about four 
years, first traveling in Kentucky and 
Tennessee and more recently in an ex- 
ecutive capacity in the home office in 


New York City. 


This new and complete Sales 


Program...and an increased 


premium income...await 


agents who will earnestly 


solicit the essential Use and 


Occupancy “Time Out’ lines. 


Copy of this helpful selling 


aid will be sent to agents 


upon request. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Years ago the Germania was defending 
a claim suit by a party who, so it was 
said, was not above suspicion as to ori- 
gin of the fire. All was set for the trial, 
with seemingly a favorable outcome. One 
of the star witnesses for the company 
was a domestic servant or employe who 
had unfavorable testimony to give. The 
night before the trial the claimant mar- 
ried her, and, as a wife she could not 
testify against her husband, and we were 


beaten. This was the one detail that had 
been overlooked in preparation’ of the 
defense. 


* * + 

A Beautiful and Living Memorial 

We have a pine tree in our back yard 
planted by my mother-in-law in 1903. 
It spreads over the entire yard, and we 
sit under the bows in Summer com- 
pletely sheltered and hidden. It is the 
playground of my grandson as it. was of 
my own children. My wife and I some- 
times dream, when sitting there, that 


Committee Named to Select 
Fire Prevention Winners 


Judges were appointed this week to 
select the winners in the 1937 Interna- 
tional Fire Prevention Week competi- 
tion, and they will meet next Monday, 
December 20, in the National Board of 
Fire Underwriters headquarters at 85 
John Street, New York City. The judges 
are Paul B. Sommers, president of the 
American of Newark and also of the 
National Board of Fire Underwriters; 
George W. Elliott of Philadelphia, presi- 
dent of the National Fire Protection As- 
sociation; Daniel B. Tierney, president 
of the National Association of Fire 
Chiefs, and A. O. Dawson, president 
of Canadian Cottons, Ltd., of Montreal. 
Canadian as well as American entries 
are numerous, the total number of con- 
testants being 35% higher than the 1936 
total. 

Many reports submitted by cities cover 
more than 1,000 pages each. Fire de- 
partments, chambers of commerce and 
other local organizations cooperate in 
preparing these reports which serve both 
as reviews of what a community has done 
during the past year to curtail fire haz- 
ards and what it plans to do in the 
coming twelve months. A_ tremendous 
amount of work is required in the prep- 
aration of each of these comprehensive 
documents. 


NEW BEDFORD AGENT HONORED 

Henry H. Dixon, senior member of 
the New Bedford, Mass., agency of Paul 
& Dixon, has been presented with a sil- 
ver medal by the Home of New York in 
recognition of twenty-five years’ contin- 
uous representation of that company. He 
began his insurance career in Taunton 
in 1887 and in 1900 became associated 
with Samuel H. Cook in New Bedford. 
Eicht vears later the firm of Paul, Dixon 
& Cook was formed. John W. Paul died 
in 1934. 


HEADS CONN, FIELDMEN 

Theodore G. Brown, special agent of 
the Automobile of Hartford, was elected 
president of the Connecticut Field Club 
at the annual meeting last week. : He 
succeeds Henry J. Steeneck, special agent 
of the Home. Other officers elected were 
Carl W. Noren, Globe & Rutgers, vi 
president; Arthur G. Tyrol, New York 
Underwriters, treasurer, and H. Beach 
Ward, Boston, secretary. 


the spirit of her dear mother, and my 
dear mother-in-law, is enveloping us and 
standing guard over us and our children 
and grandchild. In my opinion a tree 
is a much finer memorial to those gone 
Beyond than any tombstone or monu- 
ment. I may have spoken about this 
before in my columns (which have run 
over eight years by end of this year), 
but it bears repeating on this the seventh 
year after her death, and the seventy- 
seventh anniversary of her birth. 
x * * 


Fred Buell 

A fine tribute to the veteran fieldman, 
Fred Buell, was the respectful attention 
with which his message of greetings and 
friendship to the Albany Field Club, giv- 
en through Mr. Tompkins (our Tommy), 
an officer of the Fireman’s Fund, was 
received by the assembly. 

* * * 
“Hornbostle” Makes the Comics 

In a recent “funny” in the Saturday 
Evening Post the artist named one of 
his characters (a telegraph messenger) 
“Hornbostle,” thinking this “funny” name 
would add to his humor. Of course, 
while a fieldman may be a messenger 
boy in a sense, this seems to rub it in, 
though unconsciously, on part of the art- 
ist. Of course it isn’t so funny to me, 
and so I wrote to the Post and wonder 
what they will reply. If I ever go to 
Heaven, I hope that there at least my 
name will be properly used and spelled, 
but I don’t expect that will happen be- 
fore I reach the pearly gates. 
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F IRE insurance connection 

wanted by a young man, 38. 
Experience comprises seven- 
teen years as agency superin- 
tendent and special agent in 
i| New York State. Best refer- 
ences. Box No. 1312, The 
Eastern Underwriter, 94 Ful- 
ton St., New York City. 
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Pacific Department 

100 Sansome Street 

San Francisco, Cal. 











Theo. S. Brown 


(Continued from Page 19) 


\ssociation of Underwriters and his in- 
terest and activity in the affairs of the 
organization resulted three years ago in 
his election to the executive commit- 
tee. He is also secretary-treasurer of 
the Middlesex County agents’ associa- 
tion which he helped to form. A little 
more than a year ago he was prominently 
identified with the formation of the Mon- 
mouth County (N. J.) Insurance Agents 
Association. 

With respect to connections with the 
National Union Fire the Theo. S. Brown, 
Inc., agency, along with two other agen- 
cies in New Jersey, stand in an unique 
position, They are the only present 
agencies of the company in the state 
which were not appointed by General 
Agent Frederick Ackermann or Special 
Agent Joseph Kasas and the reason for 
that is that they were not affiliated with 
the company at the time these appoint- 
ments were made. 

However, over the lapse of years Mr. 
Ackermann holds the singular position 
of having trained three generations of 
Browns in the insurance business as 
Theodore’s son, Vernon, has been under 
his tutorage for the past several years 
and now is secretary of the agency. Re- 
cently Mr. Brown’s son-in-law, Howard 
W. Parker of Red Bank, N. J., became 
affiliated with the concern as assistant 
treasurer. 


“Boo” Farber, Former Syracuse Agent, 


Visitor to N. Y. 


William J. Farber, for years a_ well 
known local agent of Syracuse, N. Y., 
who moved to Baton Rouge, La., a year 
and a half ago to become active head 
of the Louisiana Casualty & Surety 
Commission, was a visitor to New York 


City recently attending the mid-year 
meeting of the National Association of 
Insurance Commissioners at the Hotel 


Pennsylvania. Accompanying him was 
his attractive daughter, now a junior at 
Syracuse University. 


“Boo” Farber, as he is generally 
known, was born in Pennsylvania and 
after graduating from Bethlehem Pre- 


paratory School entered Syracuse Uni- 
versity from which he was graduated in 
1915. He made an enviable campus rec- 
ord and the nickname of “Boo” will 
probably stick to him throughout his 
life. 

Mr. Farber won his block letter at 
Syracuse University in football, base- 
ball and basketball and was frequently 
mentioned by the so-called football au- 
thorities as an All-American end. After 
graduation he served as coach of the 
freshman football squad and later served 
as assistant coach to the football squad 
and coach of the basketball team. 

Within a few years after his gradua- 
tion he entered the general insurance 
office of Bowen, Perry & Fobes at Syr- 
acuse. He soon took over entire charge 
of their casualty business and became 
a recognized authority in this field. After 
about ten years he resigned his connec- 
tion with Bowen, Perry & Fobes_ and 
opened his own agency in the Hills 
Building, Syracuse, where he conducted 
a general insurance business. Active in 


from Baton Rouge 


local and state agents’ organizations, he 
was president in 1934 of the Syracuse 
Underwriters Exchange. About eighteen 
months ago he moved to Baton Rouge. 

As a result of unsatisfactory condi- 
tions in the casualty and surety field in 
that state the legislature created the 
Louisiana Casualty & Surety Commis- 
sion. Serving on the commission are the 
Insurance Commissioner, Secretary of 
State and Mr. Farber, the last-named 
being the active head. 

Warren E. Day Comments 

Warren E. Day of Syracuse, promi- 
nent agent of that city and also a for- 
mer head of the local board, visited Mr. 
Farber in Louisiana in October follow- 
ing the Dallas convention of the National 
Association of Insurance Agents. Tell- 
ing something of that trip he says: “I 
was most delighted to see at first hand 
the perfectly coordinated organization 
which Farber had formed and to hear 
from both company officials and general 
agents about the splendid work which 
is being done. 

“Among other things, the Commission 
not only has complete control of the 
casualty and surety business transacted 
in the state but they also operate a 
stamping office through which all daily 
reports must pass on their way to the 
respective home offices. 

“Naturally we insurance folk in Syra- 
cuse take a great pride seeing one of 
our brethren, handicapped by being a 
‘damnyankee,’ going down into the deep 
South and doing a technical job which 
meets with the hearty approval and co- 
operation of the state’s insurance in- 
terests.” 


Backed for Re-election As 
Pres. Board of Education} 





SHEFFE 


CHRIS D. 


Chris D. Sheffe, assistant United States 
manager of the London Assurance, als 
holds the post of president of the Boar! 
of Education of Teaneck, N. J., wher 
he and his family reside. His term o 
office expires next February but so high 
ly is he regarded there that petitions are 
being circulated now indorsing him for 
re-election. He was president of tht 
board for two years and has served 3 
a school trustee ten years, 





O’Malley’s Compromise 
Of 20% Is Turned Dow} 


The Missouri Supreme Court has reject 
ed on purely technical grounds the O’Ma: 
ley fire insurance rate compromise of Ma 
1935, and decided that the policyholder 
are entitled to all of the $1,786.000 exces 
premiums impounded instead of only 20 
provided in the agreement former Super 
intendent of Insurance O’Malley sought t 
make with the companies. Request for? 
rehearing will be made. The decision we 
based entirely on the question of juris 
diction of the Cole County Circuit Cout 
in connection with the request of th 
companies to have the lower court ft 
view the action of the former super 
tendent. PS 

In its ruling the court held that the Cot 
County Circuit Court had no jurisdictic 
in the case “since it had no power to grat! 
the companies any relief in a joint acti 
based on their aggregate experience.” Tht 
decision of December 9 does not affet 
the Federal court cases in which a speci 
court at Kansas City about two years ag 
approved the compromise agreement, dis 


persing about $10,000,000 of premiums. 


McLIN, JR., HANOVER SPECIAL 

The Hanover Fire has appointed Eat 
G. McLin, Jr., as special agent fo 
Georgia and Alabama, succeeding 
Deal, who has been called to the homt 
office in New York, Mr. McLin, who he 
been traveling Alabama for anothet 
group of companies, will make his heat 
quarters in the Trust Co, of Georgi 
Building, Atlanta. 
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N Tokio, and in various other parts of Japan, 
Companies of the Royal-Liverpool Groups insure 
temples and shrines famed for their exquisite carv- 
ing and general decoration. One such temple is ap- 
proached by an avenue of five hundred magnificently 


carved stone lanterns of great antiquity. 


With their world-wide connections for the prompt 
and efficient handling of claims, Royal-Liverpool 
Companies can guarantee to representatives and in- 
sureds full consideration of usual or unusual risks, 


whether located at home or abroad. 
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This is No. 4 of the series, “’Round the 
World with the Royal-Liverpool Groups.” 
No. 5 finds the Groups insuring property 
11,000 feet above sea level in South America. 
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A. G. Dugan Leaving 


Hartford Fire Office 


WITH COMPANY FOR 42 YEARS 


Charles H. Smith and Clem E. Wheeler 
to Become Managers in Charge of 
Western Department 








A. G, Dugan, Chicago, will retire as 
general agent Hartford Fire January 1 
after being with the company for forty- 
two years. He will at that time cease 
to manage the Western department. 
Charles H. Smith and Clem E. Wheeler, 
associate general agents, will take charge 
as Smith & Wheeler, managers. 

L. G. Warder and James E. Leavitt 
become associate managers in the Chi- 
cago office and M. S. Davidson, Philip 
S. Beebe, H. W. Donnan and J. R. Mor- 


risey become assistant managers and 
James S. McHugh agency superintend- 
ent. 

Mr. Dugan will be given leave of 


absence until May 1, 1938, when he will 
be retired. President R. M. Bissell of 
the Hartford expresses the hope that 
Mr. Dugan will continue to be a fre- 
quent visitor at the Western department. 
Mr. Smith entered the Eastern depart- 
ment in 1910 and Mr. Wheeler joined 
the Western department in 1919. Re- 
garding Mr. Dugan and his work Mr. 
Bissell says: 

“In the long period during which Mr. 
Dugan has been connected with the 
Hartford he has filled the positions of 
special agent and associate general agent 
with the late J. W. G. Cofran, and later 
with the late John H, Carr, and since 
June 1, 1923, he has been the sole general 
agent in charge of the large field em- 
braced in our Western department. In 
all the positions which he has occupied 


Mr. Dugan’s work has been character- 
ized by much skill, by the tactful way 
he has handled the many and varied 
situations which he has been called upon 
to face, by his ability to inspire loyalty 
to the company as well as to himself on 
the part of the Western department staff 
and in addition by great success in main- 
taining the company’s position while pro- 
ducing highly creditable underwriting re- 
sults. 

“As he prepares to enjoy for many 
years, we hope, a well-merited relaxa- 
tion of his efforts, Mr. Dugan earrtes 
with him the affection and respect ‘of 
all those who have been ‘associated*.with 
him in his business career as well?as‘the 
high esteem and good-will of the ‘direc- 
tors and officers of the company.” 

Mr. Dugan has been a dire¢tor of 
Underwriters Laboratories since 1909 and 
chairman of the board since 1921... He 
has been active in the affairs of the old 
Union and its successor, the Western 
Underwriters Association, and was presi- 
dent of the Union two years, 1918-1919. 





CHRISTMAS BROADCAST 
A suggested broadcast explaining the 
prevention of loss of life and property 
in Christmas fires has been prepared by 
the executive office of the National Fire 
Protection Association, headquarters in 
Boston. It is in the form of a fifteen- 
minute interview between a station an- 
nouncer and the local fire chief or five 
marshal. Copies have been sent to fire 
chiefs and fire marshals, members of the 
N.F.P.A. and to others in principal cit- 
ies. Similar broadcasts issued this year 
for Spring clean-up, Fourth of July, 
and Fire Prevention Week have proved 
popular with fire chiefs, fire marshals 

and local fire prevention committees. 





AERO UNDERWRITERS MOVE 

Aero Insurance Underwriters have re- 
moved their offices to 59 John Street, 
New York. Their telephone number re- 
mains the same—Beekman 3-4161. 


Peru Centralizes Control Of 
Insurers Under Banks Dep’t 


In order to centralize under one or- 
ganization the supervision and control 
of the activities of all insurance com- 
panies in Peru, the government has is- 
sued a decree transferring their inspec- 
tion to the office of the Superimtendence 
of Banks. The latter has been instructed 
to present for approval a list of regula- 
tions governing the activities of insur- 
ance companies in the republic and ex- 
penses incurred will be defrayed by 
weekly quotas from each company, based 
on not more than 3% of the premiums 
paid. 

Under the same decree the service of 
registration bureau credit sales will be 
maintained in the same manner as dur- 
ing the past, but the superintendent of 
banks is authorized to introduce such 
modifications in the regulations as are 
deemed desirable. Quotas from the in- 
surance companies as well as registra- 
tion. bureau credit sales will be admin- 
istered by the superintendent of banks 
in a manner similar to that laid down in 
the banking law for commercial banks. 





DE HART ILLINOIS SPECIAL 


Charles W. De Hart has been ap- 
pointed Illinois special agent represent- 
ing the Phoenix Insurance, Equitable 
Fire & Marine and Central States Fire. 
He was recruited from the Chicago 
Board of Fire Underwriters and_ will 
work with State Agent Henry O’Lough- 
lin. 





NEW CALIFORNIA DIRECTORS 


Donald B. Goldsmith, president Cali- 
fornia Association of Insurance Agents, 
has appointed the following new mem- 
bers of the board of directors: Harry 
Perk, Jr., Los Angeles; Harold P. Har- 
rison, Santa Ana; Harold W. McGee, 
Los Angeles, and Charles Malcom, Long 
Beach. 


— 

REFLOAT CLAN MACKENZIE 
The British steamer Clan Mackenzie 
which sank in the Mersey Channel at 
the end of October after a collision with 
the steamer Manchester Regiment, has 


been refloated and taken to shalloy 
water. This constitutes a remarkable 
feat of salvage. When repairs have 


been completed it is believed that she 
will be able to sail again—a prospect at 
first regarded as out of the question 
Fortunately the Clan Mackenzie sank op 
a sandy bottom, and this lightened the 
task considerably. A good deal of her 
cargo was washed ashore, but Mersey 
Tug Board workers have salvaged the 
remainder, 





RETAINS AIRCRAFT SURVEYorS 


In the annual report of Lloyd’s Regis. 
ter for the year ended June 30, 1937, it is 
recalled that the Air Registration Board 
set up in accordance with the recom. 
mendations of the Gorell Committee, 
took over last April the work formerly 
carried out by the Joint Aviation Ad- 
visory Committee of Lloyd’s Register 
and the British Corporation Register, 
However, in consequence of an evident 
desire that Lloyd’s Register should main- 
tain some connection with the aircraft 
industry, two surveyors are still retained 
for this work. 





OPENS MINNEAPOLIS OFFICE 

As part of its general expansion pro- 
gram Appleton & Cox, Inc., have opened 
a service office in Minneapolis in charge 
of Wilson C. Pollacek, state agent, with 
offices in the Northwestern Bank Build- 
ing. Mr. Pollacek, who was formerly 
in the New York office, will service Min- 
nesota and North Dakota and the fol- 
lowing cities in Wisconsin: LaCrosse, 
Eau Claire and Superior. 


HOME F. & M. DIVIDEND 


The Home Fire & Marine has declared 
the regular quarterly dividend of fifty 
cents a share. 
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MARINE & AUTOMOBILE 





Sea School Urged as Means to 
Promote Safety on U.S. Vessels 


Many marine insurance underwriters 
and shipping men believe that improve- 
ment of protection of American vessels 
against fire and other hazards can be 
accomplished better by stricter enforce- 
ment of existing regulations and of dis- 
cipline among members of crews than by 
passage of laws calling for such expen 
sive changes in construction or installa- 
tion of new safety features that Ameri- 
can ships cannot compete successfully 
with those of foreign register. 

The training of officers and unlicensed 
personnel for service in the merchant 
warine is a duty of the Federal govern- 
ment and should be undertaken immedi- 
ately if the American merchant marine 
is to continue to compete with ships of 
foreign nations, according to Commander 
Robert C, Lee, vice-president of Moore 
& McCormack, shipping operators. 

In an address last week before the 
annual meeting of the Women’s Or- 
vamzation for the Advancement of the 
American Merchant Marine, Commander 
Lee said that the United States was 
the only major sea power lacking in fa- 
cilities for the training of merchant ma- 


rin€é personnel. The complicated nature 
of ship operation and the need of disci- 
pline to meet the emergencies constantly 
occurring at sea, he said, demand trained, 
disciplined men more urgently than in 
any other industry. 

_A study of the records of many mari- 
time disasters, said Commander Lee, in- 
dicates that “properly trained, sober per- 
sonnel would have wholly averted or at 
least greatly minimized the disasters.” 
ihe aftermath of disasters has been a 
stampede for legislation requiring “fool- 
proof” ships, whereas the proper reac- 
tion, he said, should be “the removing 
or the fools.” 

_ The record of the United States Navy 
is evidence that Americans can _ be 
trained to be good seamen and warrants 
an effort with men seeking careers in 
the merchant fleet, said Commander Lee. 
The fact that a merchant fleet under the 
American flag can be justified primarily 
as a potential arm of national defense 
as an auxiliary to the navy is another 
factor in establishing such training as 
po Pia of the Federal government, he 
said. 





SPANISH WAR RISK RATES 





General Franco’s Blockade Threat Causes 
Some British Underwriters to 
Cease Writing War Risk 

The threat of General Franco to block- 
ade Spanish government ports has had 
a mixed reception in the British war 
risk insurance market. A number of 
Lloyd’s underwriters have definitely 
withdrawn from the marine war risk 
market until it is possible to observe 
how the blockade will affect shipping. 
Certain marine offices have followed 
suit. However, cargo in British vessels 
bound for government ports is still be- 
ing offered in the market at about £5 
per cent—roughly the same rate as was 
paid before the blockade was announced. 

The rate against the risk of capture 
only, as distinct from full war risk 
cover, has advanced considerably, cargo 
destined for Spanish Government ports 
being quoted at £2 per cent, in compari- 
son with only 15s. per cent prior to 
Franco’s threat. 

The uncertainty existing in the market 
is attributable to the fact that the rat- 
ing of war risks in Spansh waters is 
not fixed by the Joint War Risks Rating 
Committee. It is probable that before 
long underwriters will settle upon cur- 
rent rates by a consensus obtained by 
experience of the risk in its new form. 





MARINE LOSSES IN OCTOBER 


Returns prepared by the Liverpool 
Underwriters Association show that 
eleven vessels of 33,005 tons gross were 
posted in the Loss Book as lost during 
October. These figures compare with 
twenty-two vessels of 52,832 tons gross so 
posted in October, 1936, and with twelve 
arte of 30,32 tons gross in October, 
5. 

_ The total number of casualties posted 
in the Loss Book during October last 
was 600. The corresponding figure for 
October, 1936, was 611. For October, 
1935, the number was 559, and for Oc- 
tober, 1934 it was 483. Only vessels of 
500 tons gross and upwards are includ- 
ed in the returns. 


BRUCE ISMAY LEAVES FORTUNE 


J. Bruce Ismay, former chairman of 
the White Star Line and prominent in 
the marine insurance world, has left 
estate of the gross value of £693,305 
($3,466,525), exclusive of settled prop- 
erty. Estate duty of £415,603 ($2,078,015) 
has been paid. 





Two Proposals for Curbing 
Airplane Fire Losses 


Timely suggestions for preventing cer- 
tain types of airplane fires are contained 
in the current news letter from the en- 
gineering department of Aero Insurance 
Underwriters, prepared by Jerome Led- 
erer. He writes that “in the last few 
months we have paid out about $30,000 
in unnecessary fire losses. One loss was 
due to refueling without grounding the 
airplane. Many operators refuse to be- 
lieve that it is necessary to ground an 
airplane while refueling. It is true that 
a fire does not occur every time an air- 


plane is refueled without grounding. 
Nevertheless, fires do occur and the 


fire insurance rates reflect these losses. 
“The grounding operation is very sim- 
ple. We are preparing a special bulletin 
on this subject. 
_ “Another loss was caused by a short 
in a battery charging machine. The 
owner disconnected the battery, left the 
battery in the airplane and connected 
the charging machine to it. A ‘short’ de- 
veloped, igniting the hydrogen vapors 
which escaped from the battery during 
the charging process, The airplane 


caught on fire and was totally destroyed. 
_ “The battery should have been charged 
in a well ventilated part of the hangar 
away from all danger of igniting gaso- 
line and oil.” 






New York: 111 John Street 
Atlanta: 10 Pryor Street 
Boston: 141 Milk Street 
Chicago: Insurance Exchange Bldg. 
Dallas: Frank Rimmer 

Kirby Building 





PERILS OF THE SEA CASE 





Washington Supreme Court Holds Loss 
Due to Accidental Occurrence 
Is Recoverable 

On the authority of many English 
cases as well as several American cases 
which have reviewed ten English cases 
under the English Marine Insurance Law 
of 1906, especially McAllister & Co., Inc., 
v. Western Assurance Co., 218 App. Div. 
564, 218 N. Y. S. 658, which reached the 
conclusion that it is not necessary that 
there should be action of the sea, wind 
or waves, violent or otherwise, to cause 
a peril of the sea, but that a truly acci- 
dental occurrence, peculiar to the sea, 
not happening through design, consti- 
tutes a peril of the sea within the mean- 
ing of a marine policy, the Washington 
Supreme Court held, Lesicich v. North 
River, 71 P. (2d) 35, that where a break 
in a fishing vessel’s bell cord caused a 
signal to the engineer to be opposite 
from that intended, causing damage to 
the vessel, this was a peril of the sea 
for which the owner was entitled to 
recover, 

The policy in this case stipulated that 
it was subject to English law and usage 
as to liability for and settlement of any 
and all claims. 

Damage to an engine clutch, propel- 
ler and pumps was held recoverable, al- 
though there was no evidence of the 
reasonable value of repairs. The amount 
of towage paid necessitated by the 
breakdown of the engine was also held 
recoverable under the policy. 





Loyalty Group Opens Inland 
Marine Dep’t at Los Angeles 


The organization of an inland marine 
department for its Los Angeles office by 
the Loyalty Group was announced No- 
vember 29, and in connection with this 
a luncheon-meeting was held at the Los 
Angeles Athletic Club, at which P. L. 
Thomson, assistant secretary, from the 
home office in Newark, presided, and 
which was attended by fieldmen from 
southern California and Arizona. N. W. 
Parker, district manager, and Jack 
Berry, special agent, both of Phoenix, 
Arizona, were present, together with A. 
A. Milhaupt, assistant secretary, of San 
Francisco, and Horace Miller, district 
manager at San Diego. The meeting was 
devoted to general discussion of the new 
department. 





British Commerce Chamber 
Urges War Risk Plan 


At the December meeting of the execu- 
tive council of the Association of British 
Chambers of Commerce a resolution in the 
following terms was adopted : 

“That his Majesty's Government be 
strongly urged to give immediate consid- 
eration to the formulation, in conjunction 
with the insurance companies, Lloyd’s un- 
derwriters, and other interests, of a scheme 
which shall have a Government guarantee 
for insuring on the widest possible basis 
property in the United Kingdom against 
damage, in the event of war.” 








APPLETON & COX, INC. 
UNDERWRITERS 


111 John Street 
NEW YORK 
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AND INLAND INSURANCE 
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George S. Kausler, Ltd. 
Hibernia Bank Building 


Pacific Marine Ins. Agency 
114 Sansome Street 









STEVENS’ FINANCING SYSTEM 





White Plains Agent Informs Companies 
of Advantages of Plan Now 
Available 
Allan C. Stevens, well known local 
agent of White Plains, N. Y., who has 
long been keenly interested in develop- 
ing improved methods of financing insur- 
ance premiums which will protect local 
agents as well as insurance carriers, has 
addressed a letter to the chief execu- 
tives of fire and casualty companies an- 
nouncing that he shall be ready soon to 
offer local banks his system of financ- 
ing insurance premiums. The Peoples 
National Bank & Trust Co. of White 
Plains has consented, he says, to co- 
operate in the operation of his system. 
Introduction of a bank as depositary of 
letters from insurance companies was 
suggested by numerous executives, sym- 
pathetic to the general idea, some of 
whom questioned the necessity for a 
surety bond under the plan as originally 
proposed by Mr. Stevens. ; 

Local banks will be charged about $20 
for the complete system, which will in- 
clude a supply of notes, rate chart and 
the certified statement of the Peoples 
Bank. From this sum Mr. Stevens will 
pay all fees charged by the bank for its 
services in acting as depositary for the 
insurance company letters and certify- 
ing such fact to local banks. According 
to Mr. Stevens many banks have ex- 
pressed a desire to use this system, 
which he contends will bring uniformity 
among thousands of banks engaging in 
insurance premium financing. 

“My program as a short cut eliminates 
all this possible detail and expense be- 
cause insurance companies by one letter 
may indicate complete cooperation with 
as many banks as may wish to finance 
premiums,” writes Mr. Stevens. “For 
banks—it develops 6% secured loans; for 
the local agent—his bank (convenient 
and a good source of premium income) 
becomes his finance company, and loans 
to his assureds will not be charged to 
his personal credit.” 





ALAN H. BONITO DEAD 





For Many Years in Marine Insurance; 
Was Head of Alan H. Bonito & Co., 
Inc., Which He Organized 
At the age of 43 Alan H. Bonito died, 
December 12, after a brief illness as a 
result of a heart condition. Mr. Bonito 
spent many years in the marine insur- 
ance business, having been connected 
with the National Liberty Insurance Co., 
Wm. H. McGee & Co., Inc. (of which he 
was vice-president), and Fireman’s Fund 
Ins. Co. Subsequently he organized and 
headed the firm of Alan H. Bonito & 

Co., Inc., New York. 

Surviving are Madeline R., his widow; 
two children, Alan, Jr., and Doris; Daisy 
B. Bartindale, Joyce M. Nost, Hilda 
Schluter, sisters, and J. Saymour Bonito 
of London, England, his brother. 

Funeral Mass was held December 15 
at St. Patrick’s Cathedral, New York. 





AUTO CREDIT LOSSES LOW 

Credit losses of leading automobile 
finance companies have been unusually 
low in 1937, and will probably amount 
to only a small fraction of 1% of total 
paper maturing during the year, accord- 
ing to the Standard Statistics Co. High- 
er losses are possible in 1938, but even 
in the worst year of the past depression 
losses of leading companies were only 
around 2% on retail automobile business, 
one-half of 1% on wholesale automobile 
business, and less than 1% on industrial 
lien business. Terms of financing early 
in 1937 were easier than before the last 
depression, but most companies tight- 
ened their terms during the year, thus 
strengthening their positions. 





ALLIANCE UNDERWRITER 

In view of the forthcoming retirement 
of E. L. Jacobs underwriter of the ma- 
rine department of the Alliance Assur- 
ance, after forty-six years’ service with 
the company, H. Lloyd Owen, assistant 
underwriter, has been appointed under- 
writer and R. E. Allan assistant under- 
writer. 
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Stock Casualty Co.’s Object to 
N. Y. Code Capital Restrictions 


Hervey J. Drake Spokesman at Hearing; T. F. Tarbell Calls 


Loss Reserve Change Too Drastic; 


A. V. Gruhn 


Says Mutual Brief tes Prepared 


Specific objections were made by casu- 
alty-surety company representatives to 
many of the changes contained in Article 
10 of the proposed New York insurance 
code at a public hearing last Thursday 
held at 80 Centre Street, New York. As- 


semblyman R. Foster Piper, chairman 

of the legislative committee, presided. 
Chief spokesman for the stock com- 

panies was Hervey J. Drake, counsel, 


Association of Casualty & Surety Execu- 
tives who introduced in turn Ralph M. 
Brann, Bureau of Personal A.&H. Un- 
derwriters, and Thos. F. Tarbell, Trav- 
elers. Mr. Brann ete that the casu- 
alty companies under the definition of 
casualty insurance contained in Section 
90.1 should have the same powers in 
writing accident insurance as the life 
companies. He had particular reference 
to non-can. business which member com- 
panies of the bureau do not care to write 
now but they do not wish to be re- 
stricted by law in case they should 
wish to do so in the future. 


Tarbell on Loss Reserves 


Mr. Tarbell as chairman of a special 
sub-committee on loss and loss expense 
reserves objected to the drastic changes 
contained in Section 95 relating to such 
reserves for liability and workmen’s 
compensation insurance, Specifically Mr. 
Tarbell recommended that subsections 3 
to 9 inclusive be deleted from the code 
and that there be substituted therefor 
the corresponding provisions as con- 
tained in Section 86 of the present 
code, with such changes as are neces- 
sary to conform with Section 31, sub- 
sections 13 and 15, of the proposed. code, 
defining personal injury liability insur- 
ance and workmen’s compensation. He 
also urged that there be incorporated in 
the code the provision in subsection 
4(a) of Section 95 changing the interest 
basis used in computing the present 
values of compensation claims from 4% 
per annum to 344% per annum. 


Reasons for Recommendation 


The following reasons for the sub- 
committee’s recommendation were pre- 
sented by Mr. Tarbell: 

1. The proposed law would produce 
excessively redundant and unreasonable 
reserves. It was explained: 

Tests which have been made by some 
of the larger companies writing liability 
and workmen’s compensation lines indi- 
cate that the proposed provisions would 
result in a net increase in reserves for 
such lines of from 25% to 33% in ex- 
cess of the reserves computed under the 
present provisions. On the average the 
reserves computed under the present 
provisions as of December 31, 1936, were 
more than adequate and in some in- 
stances appreciably redundant. 

The combined loss and loss expense 
reserves for the liability and workmen’s 
compensation lines of ten stock com- 
panies writing the largest volume of 
these lines amounted to $146,903,697 as 
of December 31, 1936; the correspond- 
ing surpluses of the same companies as 
of such date were $92,451,257. If the 
average increase in reserves resulting 
from the proposed provisions be taken at 
25%, the resultant increase in reserves 
and decrease in surpluses would be $36,- 
725,924. Surpluses would be reduced to 
$55,725,333, a percentage reduction of 
39.7%. 

The main reason why the proposed 
provisions would produce excessively re- 





Piper Kills Rumor | 

At the outset of the hearing Chair- | 
man Piper said there was nothing to | 
the rumor “on the street” that noth- | 
ing will be done about the new code | 
during the coming legislative session. | 
He declared: “The committee will if | 
possible prepare a bill for this session 
so be governed accordingly.” 








dundant reserves is the fact that the 
specified percentages to be applied to 
earned premiums in computing the re- 
serve applicable to accidents occurring 
within the three most recent calendar 
years have been based upon loss ratios 
experienced by the companies during a 
period which included abnormally un- 
favorable loss experience, i.e., calendar 
years 1932-1936. In addition, the pro- 
posed provisions bring three full cal- 
endar years under the formula basis, 
whereas the present law involves only 
approximately two and one-half policy 
years. Since the present percentages 
produce redundant reserves, as previous- 
ly recited, the proposed provisions, by 
extending the scope of application of the 
formula, would operate to further in- 
crease the redundancy. 

The proposed law would present a 
distorted picture of underwriting results 
and financial conditions. 

3. The proposed law would overstate 
the liability for outstanding losses to 
such an extent as to substantially de- 
plete the surpluses of companies and in 
some instances a company’s statement 
might indicate insolvency, although the 
company might in fact be in a highly sol- 
vent condition. 

4. The proposed law would incur a 
substantial amount of additional expense. 

5. No change in the present law is 
necessary to insure the carrying of ade- 
quate reserves, as the present law con- 
tains provisions for insuring adequate re- 
serves under all conditions. 

Collins and Wheeler Respond 

In response the New York Depart- 
ment through Joseph F. Collins, chief 
examiner of miscellaneous companies 
said: “It may be possible that we can 
redraft these sections so that in cases 
where Schedule P is inadequate we can 
make certain changes in it and rely on 
the power of the superintendent to con- 
trol companies which get out of line. 
We favor the calendar year basis but 
it may be that it would cause the com- 
panies too much expense to change over 
from the policy year basis.” 

Charles E. Wheeler, chief examiner of 
casualty companies, said the objective 
was to correct the present inadequacy 
in the formula reserve. This could be 
accomplished, he felt, by bringing up 
reserve factors another 5% on both lia- 
bility and workmen’s compensation. Mr. 
Wheeler stressed that the Department 
wanted companies to maintain enough in 
reserves so that there would be no argu- 
ment as to reserve adequacy. He fur- 
ther maintained that the old Section 8 
in the recent depression years did not 
prove adequate, and he argued that the 
reserve factor should be left entirely to 
the discretion of the superintendent. 

Prof. Edwin W. Patterson of Colum- 
bia University, who supervised the draft- 
ing of the new code, followed Mr. 
Wheeler by saying: “Apparently the 
companies want to give the superintend- 
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25 Year Globe Agents 
Are Co. Dinner Guests 


AFFAIR HELD | IN WALDORF 





A. Duncan Reid Toastmaster; Illumi- 
nated Certificates of Service Given 
to Representatives 





A. Duncan Reid, president of the 
Globe Indemnity, was host at a dinner 
in the Jade Room of the Waldorf-Astoria 
on Saturday night given to agencies and 
their representatives in this section of 
the country who have sold Globe policies 
for twenty-five years. It was one of the 
most attractive small dinners which had 
yet been held in the Waldorf-Astoria. 
Among those at the head table was Har- 
old Warner, United States manager of 
the Royal-Liverpool Groups. An illumi- 
nated water colored certificate respect- 
ing the quarter century representation 
was presented to those present. Among 
the agencies represented were these: 


Bellows & Warren, Inc.. Yonkers: Benedict 
& Benedict, New York Citv; Biddle & Eno, 
Wilkes-Barre, Pa.; John F. Broadbent Co., 


Scranton, Pa.; James C. Clements, Inc., Roch- 
ester, N. Y.; H. E. Colwell & Sons, Inc., New 
Rochelle: Davenport Agency, Rich- 
mond, Va. 

Edwards, 
Tremaine-Flocker Co., 
Co., Trenton: E, N. 


Insurance 


Pittsburgh; Evarts- 
Cleveland; Fell & Moon 


Ross, Morristown; Fred 
F. Schmidt, Hoboken. 

Dow & Pinkham, Portland. Me.; Walter B. 
Howe, Inc., Princeton: Charles E. Hyde, Port 
Washington, L. I.; Investors Mortgage Co., 
Bridgeport; Kountz. Stiezg & Whitaker Co., 
Toledo; McElroy Co., Columbus: Girard L. 
McEntee & Sons, Kingston, N. Y.; Andrew 
McTigue & Sons, Far Rockaway, L. I. 

W. H. Meeker, Inc., Elizabeth, N. J.; Mun- 
Ingraham & Parker, Worcester, ‘Mass. ; 
Neilson T. Parker Co., New Brunswick; Sche- 
nectady Insuring Agency, Inc., Schenectady, 
N. Trace Bros., Maspeth. LL. I.; Albert 
M. Manville, Tuxedo Park, N. Y.; Wallace 
agency, Goshen, N. Y.; Richard L. Wood & 
o., Buffalo. 


The certificate follows: 

“ii ee: ee 
has represented the Globe Indemnity for 
a period of twenty-five years and that 
such representation has been eminently 
satisfactory to the company. This testi- 
mony records our appreciation of loyal 
service efficiently rendered. We have 
confidence that the cordial relationships 
of the past will long endure. Semper 
secundat vera amicitia. 

The Globe Indemnity.” 


P. G. REPLACEMENT COSTS 


George & Co., 


roe, 








Price Increase Urged by Metropolitan 
Glass Setters Ass’n Opposed By 
Companies 
The New York Plate Glass Service 
Bureau, affiliate of the National Bureau, 
did not act favorably this week upon 
the request of the Metropolitan Glass 
Setters Association, Inc. for an increase 
in replacement costs due to the adoption 
of the seven-hour day schedule which 
the glass setters claim will increase 
labor costs by 12%. The supervising 
committee of the Plate Glass Service 
Bureau was instructed to continue ne- 
gotiations with the glass setters’ com- 

mittee. 


Palmer Disapproves 
Occupational Rating 


MANY REASONS FOR _ ACTION 





Illinois Department Defers Action on 
Merit Rating Because of Wide 
Variance in Methods 


Ernest Palmer, director Illinois Insur- 
ance Department, has refused to approve 
the occupational rating plans proposed 
for automobile risks by some fifteen com- 
panies for reasons that will be enumer- 
ated hereafter. He has also issued the 
following statement in regard to a merit 
rating plan: 

“From an analysis of schedules filed by 
companies it is found that a few have 
included a so called ‘merit rating plan’ 
providing for reductions in rates for pri- 
vate passenger automobiles where the 
insured has had a favorable loss or ac- 
cident experience. The Department will 
look with favor upon any rating method 
the equity and practicality of which can 
be demonstrated and which allows the 
careful or more fortunate driver or 
owner a lower insurance cost than the 
careless or less fortunate one. However, 
due to the wide variance in the several 
plans already submitted it is evident 
that further study must be given the 
subject and until a uniform method which 
is just and reasonable can be deter- 
mined upon, approval of plans submitted 
will be withheld.” 


Reasons for Rejection 

On the occupational rating plan Mr. 
Palmer says: 

“November 18 companies were re- 
quested to file briefs for or against the 
use of the so called ‘occupational rating 
plan, or any plan providing for a clas- 
sification in rating of private passenger 
automobiles on the basis of the business 
occupation of the owner or operator or 
on the basis of the business or non-busi- 
ness use of the automobile. 

“A very careful analysis of the briefs 
as submitted, has been made and due 
consideration has been given to the ar- 
guments for and against the use of such 
plans in this state. The Department rec- 
ognizes the full force of the arguments 
advanced by those supporting such plans 
but feels that approval of them is im- 
possible for various and obvious reasons 
among which are: 





“The plans submitted cannot avoid dis- 
crimination as under them it would be 
possible that two individuals of equally 
high character owning identical automo- 
biles, maintained and operated in the 
same way, and going the same distance 
over the same roads, be given different 
rates. 

“The plans appear as an effort to rate 
moral hazard primarily, and differences 
in experience which may develop are 
more the result of selection of risk than 
of difference in rate. 

“Over-all experience on all automo- 
bile business in the state indicates the 


(Continued on Page 36) 
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Elect L. W. Winslow 
A. & H. Club Leader 


gic XMAS PARTY IN NEW YORK 








Many 1937 Accomplish ts of New 
York Club Reported at Annual 
Gathering; New Officers 





Closing a most successful year the Ac- 
cident & Health Club of New York 
gave its fifth annual Christmas party 
last evening at the Hotel McAlpin with 
about 300 attending. The committee on 
arrangements was headed by Julius L. 
Ullman of W. L. Perrin & Son, vice- 
president of the club, and the presence 
of a number of out-of-town company 
executives who had attended an after- 
noon meeting of the Bureau of Personal 
A&H. Underwriters, gave added distinc- 
tion to the affair. 

Just before dinner the club held its 
annual meeting and elected these officers 
for 1938: Leslie W. Winslow, Fireman’s 
Indemnity, president; E. H. O’Connor, 
United States Casualty, vice-president 
on arrangements; Hammer, 
Loyalty Group, vice-president for edu- 
cation; T. A. Beirne, Massachusetts Ac- 
cident, membership vice-president; W. 
F Casey, Accident & Casualty, secre- 
tary; I. C. Kick, L.&L. Indemnity, treas- 
urer, and S. J. Graf, Metropolitan Life, 
assistant treasurer. 

Membership at Peak 

Hugo Henn, Indemnity Co. of N. A., 
retiring president, reported for the out- 
going administration as did the respec- 
tive vice-presidents in charge of ar- 
rangements, education and membership— 
Messrs. J. L. Ullman, H. M. George, 
US.F.&G., and C. J. Haight, Metropoli- 
tan Life. Membership is now at its 
peak, more than 200, which represents a 
gain of forty-seven for 1937. Outstand- 
ing among the year’s activities was the 
testimonial dinner given October 21 to 
Vice-President Stewart M. LaMont of 
the Metropolitan Life. Educational lec- 
tures for brokers were given the early 
part of 1937 culminating in the A.&H. 
Week sales congress. It was felt that 
they should be resumed next year. 

A report on the Greater New York 
A.&H. Week campaign, made by H. M. 
George, chairman of that committee, 
showed that twenty-seven companies and 
three general agents participated; a total 
of 36,000 special letterheads were dis- 
tributed; 175 producers attended an 
A.&H. sales breakfast, and 300 pro- 
ducers attended a banquet which cli- 
maxed the week’s activities. 

Two notable guest speakers—Dr. Perry 
Lichtenstein of the D.A.’s office, and Dr. 
A. Herzog of the Montefiore Home & 
Hospital—addressed the club at evening 
dinner meetings, arranged by Vice-Presi- 
dent Ullman. And the Summer outing, 
held at Schmitt’s Farm, Westchester 
County, brought the largest turnout in 
years. Its chairman was LeRoy J. 
Clark, Hooper-Holmes Bureau. 


NEW BOOK ON EMPLOYMENT 


Karl M. Wehinger, New York, Publish- 
ing Work Dealing With Employer- 
Employe Relationships 
Karl M. Wehinger, president of We- 
hinger Service, a New York employment 
agency doing considerable business with 
insurance offices, is bringing out a new 
book, “Employers and Their Greatest 
Asset.” The book also has a_sub-title, 
“A Way to More Profitable Employer- 
Employe Relationships.” The publisher 
is Francis Emory Fitch, Inc., New York. 
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The work is timely judging from_the 
titles of some of the chapters. They 
include: “Employe vs. Employer” (a sit- 
uation which the author suggests should 
not exist), “Importance of Employers,” 
“Importance of Employes,” “Unrest of 
Employes,” as it is caused by political 
opportunists, governmental action, some 
publication circulation seekers, labor 
union membership promoters, employes 
and employers. 

“The Key to Prosperity” is the title 
of a chapter leading to one on “Indus- 
trial Utopia.” 


H. D. MEYER RE-ELECTED 


Heads 1938 Slate of N. J. Casualty Ass’n; 
J. F. Comerford Executive Com- 
mittee Chairman 
Howard D. Meyer, Globe Indemnity, 
was re-elected president of the Casualty 
Underwriters Association of New Jersey 
at its December luncheon meeting Wed- 
nesday at the Downtown Club, Newark, 
N. J. H. N. Hutchinson, American 
Surety, was re-elected vice-president; 
M. W. DeVesty, Century Indemnity, 
succeeded J. C. Eastmead, Hartford 
A.&I. as secretary, and G. H. McKelvey, 
American Casualty, was _ re-elected 
treasurer. Mr. Eastmead was elected to 
the executive committee whose chair- 
man for 1938 will be Joseph F. Comer- 
ford, Maryland Casualty. Nominations 
were submitted by W. W. Moorhead, 
United States Casualty, chairman of the 
committee, and voted upon unanimously 
by the association. President Meyer an- 
nounced E. C. Graff, General Accident, 
and Mr. Moorhead as the 1938 legisla- 

tive committee. 

_The meeting featured a long discus- 
sion of a proposed change in Article 
III of the constitution and by-laws re- 
lating to membership which, when finally 
approved, stipulated that any non-par- 
ticipating stock company which trans- 
acts more than one line of casualty in- 
surance in New Jersey shall be eligible 
for membership in the association. Ap- 
plications for membership are required 
to be in writing, signed by the appli- 
cant, seconded by two members, and 
then approved by the executive commit- 
tee before submission to the member- 
ship. It was voted to hold the annual 
meeting on the third Wednesday of De- 
cember each year. 

W. A. Schaefer, past president, led an 
interesting debate on what response to 
make to a resolution of the New Jersey 
Association of Underwriters which would 
deter any casualty or surety company 
from contacting direct any assured or 
prospect, informing them on rate or 





policy changes, soliciting business, etc. 


The state association feels that such 
functions properly belong to the general 
agent, regional or local agent doing 
business on a commission basis. It was 
decided to support in principle the text 
of this resolution. 





Burglary Rate Increase 


Forecast for Brooklyn 


The 1938 forecast is that Brooklyn, 
N. Y., residents will be charged a higher 
rate for their burglary insurance in the 
next few months because of the con- 
tinued poor experience in the borough. 
No one in William Street insurance 
circles would estimate the extent of the 
expected increase nor would officials 
of the National Bureau of Casualty & 
Surety Underwriters confirm or deny 
the report. But a Bureau official on Wed- 
nesday pointed out that the experience 
on residence burglary insurance in 
Brooklyn has been extremely unfavor- 
able for many years and that every 
year the question arises as to whether 
or not Brooklyn rates should be in- 
creased. Every effort, he said, has been 
made to bring about an improvement 
in the experience in order to avoid the 
necessity of increasing rates which are 
already admittedly very high. As to 
whether or not any further rate increase 
will be made in 1938 it was pointed out 
that any recommendations of the bur- 
glary rating committee are subject to 
final review of the Bureau’s executive 
committee and subsequent approval of 
the Insurance Department. 

There was a meeting of the Bureau's 
burglary department rating committee 
last week following which a signed story 
abowt Brooklyn as the “burglar’s para- 
dise” appeared in the New York World- 
Telegram. <a 

The manager of the burglary division 
of one of the larger insurance companies 
specializing in Brooklyn policies said 
the human element and the physical as- 
pects of the borough rather than the 
lack of police protection was to blame. 


James S. Kemper: 


Colorful Leader of a Fleet of Companies Is Lover 
of Music and Yachtsman; Internationally Active in 
Chamber of Commerce Affairs 


By Clarence Axman 


In the Chicago insurance colony are 
a number of men who have a national 
reputation in the insurance business— 
outstanding personalities. They include 
D. R. (“Don”) McLennan of Marsh & 
McLennan; Herman Behrens, leader 
of the Continental Casualty and Conti- 
nental Assurance; Judge Edwin A. Olson, 
president of the Mutual Trust Life; 
Senator Isaac Miller Hamilton of the 
Federal Life, and James S. Kemper, head 
of a fleet of insurance companies. 

One of the most colorful of these per- 
sonalities is Mr. Kemper, who has been 
in the news in recent weeks because of 
the celebration of the twenty-fifth anni- 
versary of the Lumbermens Mutual Cas- 
ualty Co., of which he is president and 
general manager, at which time a paint- 
ing of him, reproduced on this page, 
was presented to the company by his 
associates. 

Among other activities in his unusu- 
ally busy life has been the holding of 
important committee assignments with 
the Chamber of Commerce of the U. S. 
and the International Chamber of Com- 
merce. One of the companies in his or- 
ganization is the American Motorists In- 
surance Co., a stock company formed in 
1926. He has lived in Chicago since 1911. 


Family Background 

Mr. Kemper was born in Van Wert, 
O., where he attended the public schools, 
being graduated from Van Wert High 
Schoo] in 1904. He did not attend col- 
lege because his parents wanted him to 
be a minister while at the time J. S. 
thought he would rather be a lawyer. 
His father was one of the few college 
men if town; was president of the bar 
association and active in civic enter- 
prises. The family in this country dates 
from the time when Johann Kemper 
came to Virginia in 1714. The first Ohio 
ancestor of J. S. Kemper was the Rev. 
James Kemper who was the first white 
resident of Cincinnati. His log cabin 
now belongs to the City of Cincinnati. 
Incidentally, he was the first Protestant 
missionary to come west of the Alle- 
ghenies and a portion of his estate was 
set aside for the endowment of what 
later became Lane Seminary of Cincin- 
nati, recently consolidated with the Pres- 
byterian Theological Seminary of Chi- 
cago of which Dr. John Timothy Stone 
is the head. James Kemper is one 
of the trustees of the seminary. 

In Van Wert old-timers talk most 
interestingly of “Jim” Kemper’s boy- 
hood. When a youth he showed marked 
organization ability evidenced by the fact 
that he was secretary of the Presby- 
terian Sunday School, manager of the 
high school football team, secretary of 
the athletic association, manager of the 
tennis club, and, later, although he had 
dificulty in getting his mother’s con- 
sent, was chairman of the Young Peo- 
ple’s Dancing Club. From earliest boy- 
hood he had been a lover of music and 
long before he left Van Wert he had 
heard most of the good operas and opera 
stars of the time, an interest which has 
continued through the vears. ‘ 

Before entering high school he did 
such chores around the house as carry- 
ing wood, milking the family cow and 
also peddled milk in the neighborhood. 
He also found time to serve as a paper 
carrier for the old Van Wert Bulletin 
from one to two hours each afternoon 
after school was dismissed. On Satur- 
davs and during Summer vacations he 
worked as a clerk in clothing and dry 
goods stores, 

How He Entered Insurance 


Six months after leaving high school 
he entered the insurance business. Frank 





JAMES S. KEMPER 


W. Purmort, then secretary of the Cen- 
tral Manufacturers, gave him a job in 
the supply department of that company 
One of the first things he did was to read 
the mail which quickly gave him a bird’s- 
eye view of the insurance situation as 
it unrolled itself in the home office. He 
was advanced to the endorsement and 
map correction desk. Then he spent sev- 
eral months in the accounting depart- 
ment (he has a decided flair for account- 
ing) and then went into the underwriting 
department. Shortly thereafter he was 
sent into the field, becoming special agent 
for the Central in Ohio, Indiana 
Michigan. His inspections attracted at- 
tention by the amount of detail and be- 
cause of their accuracy. His faculty of 
not only making a thorough inspection, 
but of becoming acquainted with the as- 
sured, often resulted in the latter taking 
additional insurance. During this field 
work he adjusted many losses for thi 
Central and associate companies, both 
stock and mutual. He picked up a fine 
working knowledge of values; displaved 
tact and fairness in dealing with people. 


and 


Goes to Chicago 


By the time the Central decided to 
open a Western office in Chicago in 1911 
James S. Kemper was the logical candi- 
date for manager. He was 24 years old 
at the time. Mr. Kemper went ther: 
and established the Lumbermens & Man- 
ufacturers Insurance Agency, represent- 
ing the Centra] Manufacturers and the 
Associated Lumber Mutuals. The first 
office occupied in Chicago was in the 
McCormick Building on Michigan Ave- 
nue in a room about twenty feet square 
The next year he organized the Lum- 
bermens Mutual Casualty Co. His genius 
for organization became evident 
after reaching Chicago, and with the 
passing years company after company 
has come under his direction. He is 
president of the American Motorists In- 
surance Co., of the National Retailers 
Mutual Insurance Co., Lumbermens Mu- 
tual Casualty, Federal Mutual Fire, Glen 


soon 


Cove Mutual, and is vice-president of the 
Central Manufacturers Mutual He is 
manager of the Building Owners Federa 
tion of Mutual Fire Insurance Compa- 
nies and is Western manager of the As- 


sociated Lumber Mutuals and Improved 
Risk Mutuals. His two brothers are 
(Continued on Page 3%) 
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* GREAT PIONEERS _ 


AMERICAN LIABILITY INSURANCE 


a) 


No. 14—The Late William C. Maybury 


MANAGING DIRECTOR 
STANDARD ACCIDENT OF DETROIT 


oe 


as seEEN By EDSON S. LOTT 


BOARD CHAIRMAN, U. S. CASUALTY 








William C. Maybury was a born diplo- 
mat. He was skilled in securing unre- 
quited advantages for his company with- 
out arousing the hostility of competitors. 
In debate he was as wily as a fox and 
as smooth as a cooing dove. He always 
complimented his opponent on the fair- 
ness and strength of his argument—but 
invariably found just a little flaw, which 
he patiently nursed into a gigantic er- 
ror before he got through with it. He 


talked with ease and grace and with 
never-failing courtesy to his opponent. 
In fact, he was so gentle, so deferential, 
apparently so guileless, it was difficult 
to oppose him. While he was gentle 
and kindly, he was persistent of pur- 


pose to the “steenth” degree. I used 
to love to see him in action. 

Mr. Maybury was born in Detroit 
November 20, 1848. His parents were 


Thomas and Margaret Cotter Maybury. 
There were eight children in the family. 

He graduated from the Detroit City 
School in 1866, and four years later 
completed the literary and law course at 
the University of Michigan. He imme- 
diately began the practice of law in De- 


troit. In 1876 he was elected city at- 
torney, which office he held for four 
years. In 1880 he was selected as pro- 


fessor of jurisprudence in the Michigan 
College of Medicine. From 1883 until 
1887 he represented his district in Con- 
gress, where he was a member of the 
ways and means committee. 


Executive, Lawyer, Mayor of Detroit 


In 1887 he resumed the practice of law 
in Detroit. In 1893 he was elected man- 
aging director of the Standard Accident 
Insurance Co. In 1897 he became the 
head of one of the foremost law firms 
of Detroit. The same year the Mayor 
of Detroit was elected Governor and Mr. 
Maybury was chosen to fill the unex- 
pired term of Mayor, and was re-elected 
four successive time, serving until 1905. 
To each of the public offices he held he 
was elected as a Democrat in a Repub- 
lican stronghold. In 1900 he was a can- 
didate for the governorship of Michi- 
gan. but failed of election. 

Mr. Maybury never married. At the 


time of his death he was said to have 
heen the most prominent Mason in 
Michigan. 


_ In 1901 he received the tribute of be- 
ing made a Chevalier of the Legion of 
Honor of France. 


Distinguished Service Recognized 


I quote from the “History of Detroit” 
by Leake: 

“On Mr. Maybury’s sixtieth birthday 
representative business and professional 
men of the town gave a party in his 
honor, which was the most splendid 
function the city had witnessed for 
years. A solid silver loving cup of 
beautiful design was presented to the 
cuest of honor, with these words: ‘The 
citizens of Detroit present this cup to 
William Cotter Maybury on his sixti- 
eth anniversary in graceful recognition 
of distinguished service to his fellow 
men, and because we love him.” 


WILLIAM C. MAYBURY 


That which follows was taken from 
the Standard Cog: 

“The greatest tribute to any living 
man that I ever saw happened to one 
of Standard’s own men, William C-. 
Maybury, managing director, long after 
he retired to private life. At the old 
Cadillac Hotel a banquet was tendered 
to ‘William C. Maybury, Citizen.’ Be- 
ginning early in the afternoon a stream 
of people began to march through the 
hotel lobby just to shake the hand of 
that wonderful man; it flowed on and 
on until seven in the evening, and 
would have continued had not the ban- 
quet hour arrived. Fifteen hundred 
people sat at that table. More could 
not be accommodated.” 

Mr. Maybury died on May 6, 1909. 
Resolutions commending his life were 
adopted by the City Council, Detroit 
Sinking Fund Commission (of which he 
had long been a member), Detroit Board 
of Commerce, Detroit Bar Association, 
Judges of Wayne County Circuit Court 
and many other bodies. 

His funeral was attended by a vast 
throng, thousands standing in a drizzling 





William F. Moore 


The late William F. Moore, presi- 
dent, New Amsterdam Casualty, will 
be featured in the next personality 
sketch by Edson S. Lott, chairman of 
the United States Casualty. Since this 
series began a few months ago Mr. 
Lott has written about the late Wil- 
liam C. Maybury, Oscar Ising, Theo- 
dore E. Gaty, George M. Endicott, 
C. P. Ellerbe, S. C. Dunham, F. High- 
lands Burns, Louis F. Butler, Morgan 
G. Bulkeley, John R. Bland, James 
G. Batterson, Kimball C. Atwood and 
Samuel Appleton. 











rain with heads bared along the line to 
the cemetery. 
Maybury and Thom a Great Team 


Mr. Maybury represented the Standard 
Accident at the meetings of company 
officials in the early days of liability 
insurance. He was in no sense an in- 
surance man himself but he always 
brought with him John H. Thom of the 
Standard, who was a clever liability in- 
surance man. Mr. Thom furnished the 
facts, which he knew well, and Maybury 
presented them in his own inimitable 
way. If the matter under discussion 
grew too technical for Mr. Maybury, 
then Mr. Thom came to the rescue, To- 
gether they made a great team. Mr. 
Maybury always cast the vote of the 
Standard. 

Mr. Maybury’s position was unique. 
While no history of the pioneers of 
liability insurance could be written with- 
out including a sketch of his life, yet 
he was not, technically, an insurance 
man. At the same time he wielded a 
wide influence in a company which was 
one of the first to write liability insur- 
ance in the United States; and he was 
a power in the organizations which weld- 
ed liability insurance companies into 
harmonious practices. 





COMPULSORY PLAN OPPOSED 





Virginia Advisory Counc’l Turns Down 
Proposed Automobi'e Legislation 
For Many Reasons 

Opposition to compulsory automobile 
liability insurance was voiced in a re- 
port submitted to Governor Peery cf 
Virginia by the State Advisory Legisla- 
tive Council, on the grounds that it 
would not reduce accidents, would result 
in increased litigation, would boost rates, 
and because it had not proved satisfac- 
tory where it has been tried. The report 
urged adoption of laws providing for a 
specific limit of fifty-five miles an hour 
for passenger vehicles and motorcycles, 
thirty-five miles for school buses while 
transporting children, fifty miles for oth- 
ed passenger buses, and forty-five miles 
for all other motor vehicles including 
trucks. 


FIRST DAY BENEFIT DROPPED 


The City Council of Richmond, Va., 
has abandoned a plan to request the gen- 
eral assembly to amend the workmen’s 
compensation act to permit city employes 
to receive compensation from the first 
day of disabilitv from injuries instead of 
from the eighth day. This decision was 
reached after Charles G. Kizer of the 
State Industrial Commission had advised 
against making such a request of the 
legislature. 
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B. A. Richardson Writes 

Book Covering Claims 
MANY HUMAN INTEREST STORIES 
Disappearing Insured Often Inchide 


Those Seized With Wanderlust 
Or Spirit of Adventure 








For the past ten years B. A. Richard. 
son has supervised claim investigation 
service of the Retail Credit Co., with 
which organization he has spent seven. 
teen years. He has just written a book 
having the title, “Questionable Life and 
Accident Claims.” The titles of the 
chapters are these: “Speculation in Buy. 
ing;” “Claims That Date Back of Js. 
sue”; “Suicide”; “Pretended Death”. 
“Disappearances”; “Murder by Benef. 
ciary”; “Fraud Rings and Hot Spots”: 
“Puzzles in Life Disability”; “Self-My. 
tilation”; “Tomorrow’s Claims”, 

It_ contains many human _ interest 
stories. One of the striking chapters js 
that having to do with disappearances 
In the background of disappearance 
claims is the legal doctrine that seven 
vears of unexplained absence causes a 
presumption of death. Of course, the 
best proof of all, in meeting a claim 
based on continued absence for seven 
years, is to be able to produce the 
missing insured himself, which is rarely 
possible. So the insurance company 
starts its investigation at or in the vw- 
cinitv of the insured’s former home. 
Neighbors are interviewed, business as- 
sociates the widow 


are seen: iS ap- 
proached. The police department, public 
officials, former friends, brothers and 


sisters are interviewed. 
Types of Disappearances 

Mr. Richardson discusses both volun- 
tary and involuntary disappearances and 
comments on fugitive types, wanderer 
tvpes, adventurer types, escape types. 
Some men wander about the world for 
no reason at all. The author tells of 
one man who disappeared fifteen years 
ago after getting a $5,000 policy. Since 
that time he has disappeared on three 
different occasions, each of which has 
been renorted to the insurance company 
by the beneficiary. The insurance com- 
pany was unsuccessful all three times in 
locating him, but each time when every- 
body had begun to think “this time he 
was gone for good” he would come back 
and take up his old life again. The in- 
surance company, convinced that as long 
as this insured was on its books it 
would be a constant problem of keeping 
up with his whereabouts, decided that it 
would be advantageous to make a liberal 
settlement with the beneficiary in re- 
turn for the policv. The negotiations 
were under way when the insured was 
struck bv an automobile in crossing a 
street. He died shortly thereafter and 
the company paid the full amount of in- 
surance as a death claim. 

Address of the publisher is Box 694, 
Atlanta, Ga. 





Form Separate Agency 
For Participating Co. 


A group of Norfolk, Va., agents affili- 
ated with the local board are organizing 
an agency in that city to represent a 
participating stock company, understood 
to be the Manufacturers Casualty. While 
the rules of the Virginia Association of 
Insurance Avrents do not prohibit ren- 
resentation of a participating company, it 
was thought hest to have a_ separate 
agency to handle such business. J. Davis 
Ewell, president. and other represent?- 
tives of the state association were in 
Norfolk in conference with promoters of 
the agency. 


COMPENSATION IN COLORADO 


In Colorado the state compensation 
fund records show that in eleven months 
this year the premiums totaled $1.541.634 
compared with $1,492.097 for all of 1936. 
Pavments on the same basis were $1.041- 
957 and $878000 respectively; accidents 
18.985 and 16,019. During eleven months 
this year the fund paid $554,520 divi- 
dends. 
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Would Tighten Jersey 
Compensation Statute 


BROADER HERNIA DEFINITION 





Commissioner of Labor to Start Drive 
Against Uninsured Employers and 
Increase Penalties 





Proposed revision of the New Jersey 
workmen’s compensation act was de- 
gribed recently in a radio address by 
John J. Toohey, state commissioner of 
labor, Some objects of the revision are 
to hasten hearings and awards and to 
provide better treatment of workmen, 
particularly in hernia cases. 
Commissioner Toohey objects to the 
present requirement that action against 
yninsured employers be started before 
the Grand Jury. He says that is too 
sow and he will seek a change in the 
law permitting the Department of Labor 
to commence prosecution in the police 
courts. He would also increase the $500 
fine for first offense. He also objects to 
the multiplied appeals on many cases 
and says there is no reason why a 
compensation claim should be reviewed 
in three, four or five steps as at pres- 
ent for that nullifies effectiveness of the 
act. He proposes to change that. 
Liberalization of the legal definition 
of compensable hernia will be sought, 
also a change permitting injured work- 
men to select their own doctors from an 
approved list. Insurance will be required 


_ of firms distributing home work if the 


commissioner’s plans are approved. He 
reported progress toward applying the 
minimum wage act to additional indus- 
tries. 





LIQUOR BOND CASE FOUGHT 





Company Would Limit Liability to Cash 
Security Required Instead of 
Face of Bond 
Constitutionality of Wisconsin laws 
and Milwaukee ordinances requiring 
tavern keepers to furnish surety bonds 
of $1,000 or cash security of $200 to in- 
sure compliance with statutes regulating 
the sale of liquor is attacked by the 
National Surety Corp. in its answer, as 
co-defendant with Mrs. Lydia Dornbach, 
Milwaukee tavern keeper, to the com- 
plaint of the state and city to forfeit 
the bond because the woman pleaded 
guilty to selling liquor during prohibited 
hours and was fined $5 and costs. Both 
the city and state are asking $1,000 re- 
covery on the bond. The company con- 
tends that the bond is void because the 
statutes purporting to authorize licensing 
authorities, such as the City of Milwau- 
kee, to determine the amount of security 
to be furnished in lieu of a surety bond 
is an “unconstitutional delegation and 
exercise of legislative authority.” To ex- 
act the full amount of the bond, the 
company contends, also would deny Mrs. 
Dornbach her constitutional right to 
equal protection of the law, because tav- 
ern keepers may post $200 in lieu of a 
$1000 bond and therefore the maximum 
liability cannot exceed $200. The an- 
swer also challenges the authority of the 
police court to convict Mrs. Dornbach 
without a written complaint or informa- 
tion being filed against her. She was 
brought into court on a summary arrest, 
her conviction following oral testimony 

of a police officer, it also was argued. 





MANY LICENSE REVOCATIONS 





DO 


Out of 232 revocations of license to 
operate motor vehicles in New York 
State made by Charles A. Hartnett, 
commissioner of motor vehicles, 126, or 
4.3%, were for driving while intoxi- 
cated or under the influence of intoxi- 
cating liquor. In the Manhattan and 
Brooklyn district the percentage was 
sixty for this cause, or thirty-seven out 
of sixty-two revocations. During the 
same period there were 595 suspensions 
Pending further investigation. Of these 
Cases 280 will require proof of financial 
responsibility before applications for new 
licenses will be considered. 


O.D. RESEARCH PLANNED 
W. A. Cook Selected by Mutual Casu- 


alty Companies to Investigate Indus- 


trial Safety Methods 

Expansion of the research activities 
of the larger mutual casualty companies 
into the problems of occupational dis- 
ease in industry is scheduled to follow 
the naming of Warren Ayer Cook, safety 
engineer, to the Chicago staff of the 
American Mutual Alliance. He has al- 
ready started upon the work of promot- 
ing the various aspects of safety. Mr. 
Cook has served as chief industrial hy- 


gienist of the Bureau of Occupational 
Diseases of the Connecticut State De- 
partment of Health and will represent 
the mutual companies in a number of 
national safety organizations. He is a 
native of Massachusetts and a graduate 
of Dartmouth. 





Wisconsin Comp. Rate Cut 
Totals Practically 11% 


Wisconsin compensation rates have 
been reduced an average of 10% retro- 
active to November 1. Amendments made 
by the 1937 legislature to the compen- 
sation act were calculated to increase 
costs 1%, so that the 10% reduction is 
really an 11% cut. 


Bank Insurance Forms 
Undergo Improvements 

REVISIONS EFFECTIVE FEB. 1 

James E. Boum Tells of Many Changes 


Designed to Make Copyrighted Poli- 
cies More Acceptable 





James E. Baum, secretary insurance 
committee American Bankers Associa- 
tion, speaking of improvements in the 
burglary and robbery policy, says that 
the association’s standard form was re- 
vised again in November of this year. 
Compared with the 1931 form, which was 
the last previous revision, the new policy 
gives effect to the following improve- 
ments: 

The insuring paragraphs are termed 
“Insuring Agreements” and instead of 
providing all “damage” coverage under 
one insuring agreement, loss by damage 
caused by burglary or attempt thereat 
is included under Insuring Agreement 
I and loss by damage caused by robbery 
or attempt thereat is included under In- 
suring Agreement II. Damage caused 
by vandalism or malicious mischief is 
included under both Insuring Agree- 
ments I and II and loss therefrom may 
be claimed under either clause. 

Instead of limiting the coverage to 
money and_ securities, Condition A, 














Lind. Sot 





Industrial engineers may plan, sales managers organize for 
action, accountants scrutinize and report, but each business 
... like each human being... has its blind spot. 

In business this blind spot is human nature itself—the last 
frontier of science. We know more about the moon than we 
do about human nature. We can predict the time of a solar 
eclipse to the second, but we cannot say, this man will steal 


—this man be honest. 


National Surety Fidelity Bonds bring business certainties 
into this world of human uncertainties. National Surety Town 
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in human nature. 
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protection against loss. 
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“Definitions”, is broadened to include 
within the meaning of “Securities” all 
other personal property on the bank’s 
premises. The definition of “Securities” 
is amended to exclude liability for “un- 
sold travelers’ checks which the assured 
has authority to sell.” 

To facilitate use of delayed time- 
locked safes and chests and also pro- 
vide burglary insurance to cover money 
left in such safes or chests overnight 
for the beginning of business the next 
day, Conditions C and D of the 1931 
policy are replaced by a new Condition 
C which provides automatic burglary in- 
surance on the contents of any vault, 
safe or chest on the premises up to 15% 
of the amount of burglary insurance car- 
ried. Under the 1931 policy this cover- 
age is limited. 


Notification to Bank 


Condition F of the 1931 policy be- 
comes Condition E in the 1937 policy 
and requires the company to notify the 
bank promptly after receiving proof of 
loss if it elects to replace stolen or dam- 
aged property instead of reimbursing 
the bank in money. This new condition 
also stipulates that in event of arbitra- 
tion the arbitrator selected by the bank 
and the one appointed by the company 
shall select a third arbitrator before pro- 
ceedings are commenced. 

From the contribution clause, Condi- 
tion G in the new policy, “at the time 
of occurrence of such loss” is omitted. 
These words refer to insurance “car- 
ried” at the time of occurrence of loss 
but were eliminated to avoid the inter- 
pretation that insurance “valid and col- 
lectible” at the time of occurrence of 
loss should contribute in the payment of 
loss even though such insurance becomes 
uncollectible shortly after loss, 

Condition H in the new policy is 
changed to provide that the bank shall 
be entitled to all recoveries until fully 
reimbursed, also that recovery expenses, 
whether incurred before or after pay- 
ment of loss, shall be paid by the com- 
pany until payment of such expenses 
causes the company’s net loss payments, 
including replacements, to exceed the 
amount of insurance applicable to the 
loss. 

In the new policy Condition K “Can- 
cellation” is changed to conform with 
the wording used by the National Bu- 
reau of Casualty & Surety Underwriters 
in other policies. In effect, its provisions 
are the same as Condition L of the 1931 
policy. Other changes in the policy are 
for the purpose of clarification. Fifty- 
eight casualty and surety companies 
have been authorized by the association’s 
insurance committee to issue the new 
policy. So that all companies will be 
enabled to start issuance of the new 
form at the same time, it will not be- 
come effective until February 1, 1938. 
The Association’s copyrighted contracts 
have been singled out by the National 
Bureau as the only forms of burglary 
and robbery insurance for its member 
companies to write for banks. 





FLEET PRACTICES PROBED 
Oklahoma Board Requires Sworn State- 
ments Concerning Privately Owned 
Cars and Trucks 

A letter was issued to home offices of 
casualty companies operating in Okla- 
homa by the Oklahoma Insurance Board, 
noting that a number of firms are per- 
mitting their employes or agents to in- 
clude privately owned cars and trucks 
under fleet policies at either experience 
or fleet rates or both. The Board is 
sending several test letters to large firms 
requesting sworn statements by officers 
listing names of insurance carriers on 
their risks and whether or not privately 
owned cars-or trucks are included in 
their fleet policies, and the rates apply- 
ing. 

Each insurance company is asked to 
furnish the- Board with a sworn state- 
ment concerning any policy in violation 
of this: principle, that individual cover- 
ages will be deleted or that the company 
has no policies in such violation. 








Page 36 







iD cette tebitdabeacanianiaae 


({Can-waltso| 


LARA LN 





















December 17, 1937 





Decemb 








CASUALTY 
FIDELITY 
SURETY 


* 


Unquestioned Financial 
Stability x Unique, Con- 
venient Policies *« Com- 
plete, Efficient Service « 


All Modern Coverages 


* 


CAPITAL*1,000,000 


* 


Combination Automobile 
Policy, Combination Resi- 
dence Policy and Complete 
Golfer’s Policy issued jointly 


with allied fire companies. 


* 


INDEMNITY 
INSURANCE CO. OF 


NORTH AMERICA 


PHILADELPHIA 





Oppose N. Y. Code 


(Continued from Page 32) 


ent more discretionary power. But dis- 
cretion costs money. Why not have the 
law specific.” Prof. Patterson opened the 
hearing by outlining the changes con- 
tained in Article 10. 


Drake on Increased Capital 
Requirements 


Hervey J. Drake stated the position 
of the stock casualty companies on the 
provisions of Section 90.2 which sets up 
capital requirements totaling $1,750000 
for carriers which write all lines. While 
the Association of Casualty & Surety 
Executives has always been a believer 
in high capital requirements Mr. Drake 
wondered how companies domiciled in 
other states would view the increases 
proposed. “Maybe this jump is a little 
too high,” he said, “in view of the fact 
that New York State’s requirements are 
now higher than elsewhere.” 

As to Section 91.5 stipulating that no 
stock casualty or surety company shall 
declare or pay any cash dividend on its 
capital stock except out of earned sur- 
plus ... nor shall any such company pay 
any cash dividend on its capital stock 
unless, after providing for such dividend, 
its surplus to policyholders is at least 
equal to 50% of the net premiums writ- 
ten during the next preceding calendar 
year, Mr. Drake frankly declared that 
such stipulation “as entirely too drastic, 
and that it would have a serious effect 
on the formation of new companies. He 
thought “earned surplus” should be bet- 
ter defined in the section. His biggest 
point was that fire companies were not 
required to observe such strict dividend 
restrictions. 

In response Mr. Collins said the sec- 
tion had a twofold purpose: (1) to pre- 
vent dividends from being paid out when 
it is ill-advised, and (2) to prevent a 
company from writing too much busi- 
ness in relation to its capital and sur- 
plus. He thought the section should be 
applied to all companies and that it 
would act as a control on reckless un- 
derwriting. 

Mr. Drake then said that the associa- 
tion was now at work on a substitute 
section to replace Section 91.5 and would 
submit it shortly. Prof. Patterson said 
“We will be glad to receive it.” 

Next came a discussion on excessive 
loss reinsurance led by W. W. Greene, 
General Reinsurance, who thought the 
superintendent should consider the ef- 
fect of the new reserve requirements on 
excess of loss insurance on liability and 
workmen’s compensation. Under Sched- 
ule P the reinsurance companies already 
have excessive reserves, he said, and if 
the new formula is adopted it would in- 
crease that item still further. He ar- 
gued that the superintendent should have 
the additional discretionary power to 
remedy this situation. 

Felix Hebert, former U. S. Senator 
from Rhode Island, representing a group 
of New England mutuals, took exception 
to deposit requirements for out-of-state 
mutuals contained in Section 94.25, sub- 
division 2, which provision he called re- 
dundant. He suggested changing the 
wording so that a certificate of deposit 
from such a company’s home state would 
be acceptable in lieu of actual deposit 
of funds in New York. Senator Hebert 
also asked that the guarantee fund set 
up by a mutual be recognized as the 
equivalent of contingency surplus; that 
Section 946 requiring the superintend- 
ent’s approval before payment of mutual 
company dividends should not apply to 
mutuals of other states which pay 
monthly dividends to policyholders. 

A. V. Gruhn, American Mutual Alli- 
ance, the final speaker, said the recom- 
mendations of all mutual companies do- 
ing business in New York were being 
assembled in brief form for early sub- 
mission. They will embrace specific 
amendments to Sections 94 and 94.8 and 
will include such points as organization 
and admission, non-assessable policies, 
coverage, a specific request that mutuals 
be permitted to write surety bonds. He 
felt strongly that organization require- 
ments for new mutual companies were 
too severe and said: “If New York set 


London Guarantee Has 
Made Four Promotions 


EFFECTIVE FIRST OF THE YEAR 





Jones, Newhouse, Robinson and Cun- 
ningham Advanced; Frank M. Hoff- 


man Retiring From Service 





J. M. Haines, United States manager 
London Guarantee & Accident, and 
president Phoenix Indemnity, announces 
the following staff changes effective Jan- 
uary 1: 

Frank M. Hoffman, assistant United 
States manager, London Guarantee & 
Accident, and vice-president, Phoenix 
Indemnity, will retire on that date after 
more than thirty-one years of service 
in the organization. 

H. Lloyd Jones, who has been assist- 
ant United States manager London 
Guarantee, will in addition to retaining 
the positions he now holds of deputy 
general attorney Phoenix-London Group 
and vice-president Phoenix Indemnity, 
become deputy United States manager 
London Guarantee. Mr. Jones has been 
with the organization for twelve years. 

C. R. Newhouse, who -has been with 
the London Guarantee for more than 
twenty-five years as a workmen’s com- 
pensation and liability underwriter, and 
latterly has held the position of general 
superintendent of underwriting, becomes 
an assistant United States manager of 
the London Guarantee and a vice-presi- 
dent of the Phoenix Indemnity. 

John R. Robinson, heretofore superin- 
tendent of production for the entire 
Phoenix-London Group and _ vice-presi- 
dent Phoenix Indemnity, will, in addi- 
tion to retaining the latter position, be- 
come assistant United States manager 
London Guarantee & Accident. 

John F. Cunningham, treasurer of the 
London Guarantee and the Phoenix In- 
demnity, has been appointed secretary 
and treasurer of those companies. 





James S. Kemper 


(Continued from Page 33) 


Hathaway G. and Mark Kemper. Both 
are officers of companies in the Kemper 
organization. 

Chamber of Commerce Activities 

Mr. Kemper’s activities in the Chamber 
of Commerce of the U. S, and in the 
International Chamber of Commerce have 
covered a period of years. He served 
as a member of the board of directors of 
the Chamber, representing insurance, 
from April, 1920. to May, 1928. He was 
a member of the executive committee 
from 1920 to 1927, and is again on the 
board for 1937-38. He was chairman of 
its insurance department committee in 
1920, 1921 and 1922; was vice-chairman 
of the committee from 1929 to 1932. He 
also served as a member of the Chamber 
committee on state and local taxation for 
the fiscal year 1927-28; also as a member 
of the Chamber committee on financing 
building in 1922, 1923 and 1924: also was 
a member of the trade association de- 
partment committee of the Chamber in 
1930 and 1931. At the last annual meet- 
ing held in April. 1937, he was elected 
a vice-president of the Chamber. 

Mr. Kemper is also serving as a mem- 
ber of the American committee of the 
International Chamber of Commerce and 
attended the ninth congress of the In- 
ternational Chamber, held in Berlin in 
Tuly, 1937. Among other International 
Chamber Congresses he attended were 
Rome, 1923: Amsterdam, 1929; Washing- 
ton, 1931; Vienna, 1933. 





up as a standard the requirement of size 
which is beyond the reach of the aver- 
age company, you spell the beginning of 
the end of insurance as a private institu- 
tion. Size of company in the past has 
heen no guaranty of solvency.” When 
Chairman Piper asked if the mutuals 
would be interested in a formula “where- 
by your operations would be limited by 
some relation of premium to surplus”, 
Mr. Gruhn indicated that “this seems to 
have possibilities, and we are hopeful 
of presenting something along this line 
before your hearings conclude.” 





—— 


Palmer’s Edict 
(Continued from Page 32) 


necessity for certain rate levels and no 
comprehensive or detailed experience 
data was submitted in defense of any of 
the so called ‘occupational rating piang 
to substantiate rate differentials, 

“Our information would indicate that 
no similar plans have been approved else. 
where (no information to the contra 
was submitted), and in automobile insur. 
ance, nation-wide uniformity is advisable 
so far as is possible. 

“It would be possible that the named 
assured or individual to whom rate credit 
is allowed may never drive the auto. 
mobile insured, the car at all times be. 
ing driven by other members of the 
family or employes. 


Against Broad Average Principle 


“All rates must be based on the prin- 
ciple of broad average and if artificial 
methods are established for Selecting 
preferred business, the principle of broad 
average is broken down resulting in in- 
ordinately high rates for a substantial 
volume of business. 

“Comparison with classification of com. 
mercial automobiles by use for rating 
purposes is not sound because commer- 
cial car classifications are the result of 
tabulated experience and the differences 
of hazard are obvious. 

“Concrete examples of discrimination 
in classifications submitted can be read- 
ily cited. 

“Occupational classifications in some 
plans submitted are widely different from 
others, as for example, while some clas- 
sify doctors as preferred risks carrying 
the lowest rate, others class them as 
non-preferred carrying penalty rates. 

“Some companies writing all automo- 
bile coverages apply the plan to certain 
coverages only but it would seem that 
if arguments in favor of the plan were 
sound they would apply equally to all 
forms of automobile coverage. 

“Rates for all companies are based on 
essentially the same fundamental struc- 
ture and a general use of such plans as 
those submitted would tend to nullify all 
experience gained in the past.” 

In view of the foregoing Mr. Palmer 
says there is no alternative than to re- 
affirm the ruling set forth in Department 
bulletin issued November 2 rejecting the 
proposed occupational rating plan. This 
ruling becomes effective January 1, 1938. 

This week it was announced that the 
American Automobile, St. Louis, had 
sued to upset Mr. Palmer’s ruling by 
court action. The company was victori- 
ous in a similar action in Indiana some 
time ago. 





A. & H. WEEK COMMITTEE 


Chairman Harold R. Gordon Announces 
Personnel of Group Selected To 
Carry on Work Next Year 
Harold R. Gordon, executive secretary, 
Health & Accident Underwriters Con- 
ference, and general committee chairman 
of 1938 Accident & Health Insurance 
Week, has announced the personnel of 
his committee as follows: A. D, Ander- 
son, Continental Casualty; Robert A. 
Cavenaugh, Illinois Commercial Men’s; 
G. V. Chandler, General Accident; R. W. 
Faulkner, Woodmen Accident; E. H. 
Ferguson, Great Northern Life; E. B. 
Fuller, Loyal Protective Life; Thos. 
Hook, Standard Accident; Geo. R. Ken- 
dall, Washington National; W. FE. Kipp, 
Indemnity of N. Al;, C. H. Munsell, 
Monarch Life; E. H.,O’Connor, U. S. 
Casualty; C. A. Palmer, Insurance Ad- 
vertising Conference; F. A. Post. Acci- 
dent & Health Review; James E. Powell, 
Provident Life & Accident; Harry Pre- 
vost, United States F. & G.; J. W. Scherr, 
Jr., Inter-Ocean Casualty: C. T. Spaul- 
ding, Aetna Life; E. M. Ward, Business 
Men’s Assurance: James FE. Whitaker, 
Employers’ Liability, and L. W. Win- 

slow, Fireman’s Fund Indemnity. 
Preliminary meetings of the Eastern 
and Western committee members have 
been held. A meeting of the entire 
committee will be held in Chicago early 
in 1938, . 
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Zurich Agents in Lively Contest for 


Tickets Providing Fine Ocean Voyage 


Atmosphere About Company’s Offices Takes on Salty Tang 
As Business Producers Vie With One Another For 
Right to Sea Trip Next Summer 


What the Zurich General Accident & 
Liability calls its “Golden Ticket Tour- 
rament’” began October 1 and will run 
io April 30, 1938. The ticket entitles the 
icky possessor thereof to a trip from 
his home town to Quebec, Saguenay 
River, Gaspé and Bermuda, an all-ex- 
pense tour on the luxurious steamer Rot- 
ferdam for twelve days. Departure will 
be August 20. Such a trip provides an 
usual variety of scenes and surround- 
ings and it is logically expected that a 
sarticularly large number of the com- 
pany’s producers will avail. themselves 
of this exceptional opportunity by writ- 
ing the required amount of business. 
Qualification Requirements 

The first requirement is that a speci- 
fed volume of paid new premiums shall 
be produced. The maximum credit al- 
lowed against premium volume will be 
0 on any one policy regardless of the 
actual premium of the policy. 

The second requirement is that the 
gecified volume must be diversified by 
consisting of a minimum number of new 
policies written for each class of busi- 
ness listed in the terms of the tourna- 
ment. Class 1 is for agents in cities of 
10000 or less population; number of 
pdicies fifty; total new premiums $1,000. 
Class 2, for agents in cities between 
10001 and 25,000 population; number of 
policies seventy-five; total premiums $1,- 
0. Class 3, for cities with from 25,001 
to 50,000 population; number of policies 
seventy-five; amount of premiums $2,000. 
Class 4, cities between 50,001 and 100,- 
0; number of policies eighty-five; 
amount of premiums $2,500. Class 5, 
tities between 100,001 and 250,000; num- 
ber of policies 100; amount of premiums 
$3000. Class 6, cities over 250,000; num- 
ber of policies 125; amount of premiums 


Must Show Increase 


The agent’s.total premium volume, new 
and renewal, of the qualifying classes 
of business, produced and paid for dur- 
ing the period of the tournament, must 
show an increase over the total premium 
volume, new and renewal, for the same 
classes of business placed with the com- 
pany for the same period of last year, 
in accordance with the following tabula- 
tion of premium volume and required in- 
crease, the latter being expressed in 
percentage : 


reer. 20% 
I UII 5 isc é:xic-e.nnae mre 17A% 
97,501 to $10,000...........0s0000es 15% 
ee t0- SIS 00D. 40... 002 cccccccwce 124% 
MOO to SA000D. ....5...cccsceees 10% 
EE ere 7% 
ON Ree 5% 


The classes of business required to be 
Written are: Personal accident includ- 
ing automobile accident, burglary and 
robbery, plate glass, residence liability, 
sports liability, private liability and pub- 
ic liability, A minimum premium of $12 
has been fixed for personal accident and 
4$5 minimum for plate glass. Property 
amage may be included in the several 
liability classes enumerated. 

Other Tournament Rules 

Credit for a new policy will be given 
only for new business of the classes as 
shown under qualification requirements, 
written and dated between October 1, 
937, and April 30, 1938, and which is 
i force on and paid to the company 
by June 25, 1938, with the exception that 
short term risks normally written cover- 
ing fairs, exhibitions, etc., need not be in 
orce on June 25. Credit for premium 
Volume will be given only for new busi- 
hess of the classes as shown under quali- 
Cation requirements written and dated 
tween October 1 and April 30 and 
Which is paid to the company by June 25. 

nN agent fulfilling requirements two 


times may bring one guest and for three 
times, two guests. No credits will be 
allowed except on those classes of busi- 
ness shown in the qualification require- 
ments. Agents appointed subsequent to 
September 1, 1937, are not eligible to 
compete. For agents appointed between 
June 1, 1937, and September 1, 1937, 
requirements one and two of the con- 
test will be doubled. 


Assistance for Agents 


To help agents as much as possible 
to qualify the company is furnishing 
them with carefully and well tested ad- 
vertising material and information is sup- 
plied on how to make its use most ef- 
fective. Suggestions are also supplied 
for those agents who have window space 
that can be used advantageously to pro- 


mote interest in the various classes of 
insurance they will concentrate on during 
the period of the tournament, details 
concerning which are being supplied by 
Harry H. Fuller, deputy Gnited States 
manager, Chicago. 





NEW COMP. LAW DIGEST 

Revision of the Digest of Workmen’s 
Compensation Laws has been made to 
November 1 by the Association of Casu- 
alty & Surety Executives, 60 John Street, 
New York. This fifteenth edition 
will be ready for distribution about De- 
cember 31 and orders are now being 
taken. 





ATTORNEYS HOLD MEETING 

Attended by more than seventy-five at- 
torneys from all parts of the country, the 
thirtieth annual meeting of the Associ- 
ated Attorneys List of the United States 
Fidelity & Guaranty was held in Balti- 
more December 10. Harry S. Knight, 
secretary American Bar Association; Col. 
Frederick A. Lind, president Commer- 
cial Law League of America; E. Asbury 
Davis, president U. S. F. & G., and R. 
Howard Bland, chairman of the board, 
were the speakers at a dinner at which 
Mr. Davis was host. 


MAKING SILICOSIS TESTS 





University of Rochester Has Mechanical 

Device That Measures Decrease in 

__ _ One’s Respiration __ 

Tests being made by University of 
Rochester (N. Y.) may have the effect 
of determining whether the courts shall 
eventually be able to fix in compensa- 
tion suits the exact extent to which a 
worker has been disabled by silicosis. 
By means of a mechanism called the 


bicycle ergometer, the Medical School of 
the university is studying this disease. 
The ergometer is part of a system de- 
veloped by Dr. William S. McCann, pro- 
fessor of medicine and physician-in-chief 
at Strong Memorial Hospital, that 
shows how far silicosis has developed in 
a patient.. Mounted on a heavy base, the 
bicycle ergometer has a braking mechan- 
ism composed of a large copper disk 
which revolves between electro-magnets. 
By means of weights on a graduated 
lever arm attached to the disk, the rider 
pedaling at a constant speed can be ob- 
served working at different rates. Ex- 
pired breath passes through a valve to a 
recording spirometer. The increase in 
expiration is greatest in those afflicted 
by a dust disease, physicians pointed out. 
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If I Were President — 


California Agents Speak Their Minds Freely in Novel Essay 
Contest Conducted by U. S. F. & G.; A. E. 
Sheppard, San Jose, the Winner 


If some of California’s outstanding 
agents were president of a bureau casu- 
alty and surety company they would ap- 
ply themselves largely to maintaining the 
stability of their companies, devote con- 
siderable attention to the claims depart- 
ment and conduct an aggressive program 
for the development of efficiency of field- 
men, home office staff and the various or- 


ganizations with which the companies 
were affiliated. Also, they would put 
much effort into a program of institu- 


tional development to increase prestige 
among the public. 

This sums up the general theme of a 
large number of papers submitted in a 
novel contest conceived and conducted 
by Edwin C. Porter, vice-president of the 
United States F. & G., at the recent con- 
vention of the California Association of 
Insurance Agents on the topic: “If I 
were President—of a bureau casualty and 
surety company.” 

A. E. Sheppard, local agent of San 
Jose was awarded the first prize of $100 
cash; C. Elmer White of Oakland won 
second price of $50; and P. S. W. Rams- 
den of Oakland received third prize 
of $25, Mr. Sheppard won first prize in 
a contest entitled, “The Ideal Agent,” 
conducted by Vice-President Porter two 
years ago, and Mr. Ramsden at that time 
won honorable mention. 

The general opinion of the recent con- 
vention, particularly among the judges, 
was that a majority of the papers submit- 
ted contained some promising sugges- 
tions for company executives to consider. 

Sheppard’s Prize-Winning Paper 

Mr. Sheppard’s paper was as follows: 

“If I were president of a bureau casu- 
alty and surety company, I would ever 
strive to keep uppermost in the minds of 
my organization three fundamental 
thoughts: stability of the company; a 
thoroughly aggressive underwriting pol- 
icy pointing toward ever-increasing pro- 
duction and noticeably prompt and fair 
claim service. 

“Under the heading of stability, I 
would insist upon the underwriting and 
investment policies being so sound that 
no producer could ever have his alle- 
giance shaken or his enthusiasm de- 
stroyed by justifiable rumors of the 
company’s financial position. 

“In the field of underwriting, I would 
write the widest variety of lines permit- 
ted by the charter requirements and I 
would feature that fact to agents in order 
to avoid forcing them to seek or retain 
other casualty and surety connections. 
The acceptance of normally unprofitable 
lines, such as workmen’s compensation, | 
would limit to an agreed percentage of 
the individual agent’s total premium vol- 
ume with my company. I would leave the 
matter of collateral lines to the agents’ 
discretion, realizing that it is often very 
much to his advantage to let one or sev- 


eral customers’ desirable class of risk 
make up for another customer’s pos- 
sibly undesirable risk—at least tem- 
porarily. 


Would Pick Young Men 

“In order to combine efficient under- 
writing and enthusiastic production, I 
would build my underwriting and field 
organization in this way: I would em- 
ploy only carefully selected young men 
as examihers and underwriters, and 
would make certain that each young man 
be given’ a thorough training prepara- 
tory to a tareer with the company divi- 
ded between work in the field and in the 
office. Under this plan, each man, when 
qualified, would alternate between the 


field and office regularly and frequently 
enough to acquire and retain the enthu- 
siasm necessary for the successful field 
man plus the balanced judgment neces- 
sary for the underwriter. The loyalty 
that would be created among agents by 
this plan would make possible more care- 
ful underwriting with less friction on ac- 
count of the agents’ closer acquaintance- 
ship with each field man underwriter, 

“The reason for prompt and efficient 
claim service is apparent without further 
elaboration. 

“In addition to the above measures in 
the conduct of the company operations, 
I would be an active participant in the 
affairs of the bureaus in which my com- 
pany held membership. My particular 
purpose in this capacity would be to 
exert the most vigorous influences in my 
power toward instilling in these organi- 
zations the desire and determination to 
become and remain progressive at all 
times in changing rules and regulations 
in step with changing times—to the end 
that we remain in the forefront of prog- 
ress, rather than standing still while leav- 
ing too much of such progress to non- 
bureau competitors with the consequent 
loss of business and prestige to my com- 
pany and its bureau associates. 

“Summing it all up—I would back the 
team of stability, efficiency, enthusiasm 
and progress as against uncertainty, lax- 
ness, price and stagnation.” 


Consideration of Claimant C. E. White’s 
Theme 


Mr. White in his paper emphasized the 
thought that the claimant should receive 
the same consideration when presenting 
a claim as he received when he paid his 
premium and that the first obligation of 
a president to his company is to protect 
its interests as a major consideration and 
see the business was conducted at an un- 
derwriting profit. He said in part: 

“I would scrutinize my agency forces 
carefully and consistently with a view of 
eliminating the part-timer and the un- 
qualified who have no knowledge of the 
business and realize that production con- 


sists of than mere 
selling. 

“I would cast aside old prejudices and 
customs and become more alert to the 
consistent changes required in today’s 
business practice. I would appreciate 
ideas from the producers as to new and 
proper coverages and I would accept 
their opinions as actions of the buying 
public and consult with them on any- 
thing that concerned their welfare. I 
would select my field men carefully.” 


P. S. W. Ramsden’s Essay 


Mr. Ramsden wrote his essay from the 
standpoint of what a president had ac- 
complished during the depression years 
and the changes he had brought about 
to assure his company of complete suc- 
cess. He went into management, con- 
servation of resources and presented his 
thoughts more in the form of a report of 
something that had been accomplished. 

He “reported” that the president had 
been inspired by the success of research 
laboratories set up by large industrial 
organizations and had developed a sim- 
ilar department in charge of a trained in- 
surance man with agency, underwriting 
and claims experience with an assist- 
ant with broad training in sales manage- 
ment of a manufacturing corporation, 

“The research laboratory,” said Mr. 
Ramsden, “is independent of everyone 
but the president. Every department 
must grant every demand for informa- 
tion. If the detail asked is not on rec- 
ord, the department quizzed must pro- 
duce it if it can be obtained from the 
company files. The research laboratory 
must analyze the whys and wherefores of 
profitable business, from whence it comes 
and its possibilities of greater develop- 
ment. If any class shows a nation-wide 
loss, the figures must be pulled apart to 
find out if it is consistently unprofitable 
or if special factors in given states con- 
tribute to or cause loss. If a line of 
business is not developing as hoped or 
expected, the research laboratory must 
find out why. Their research leads them 
to know about every form of insurance 
contract written in every nation on the 
globe. If Lloyd’s, London, offers a con- 
tract which the company is authorized to 
write, the research laboratory must tell 
why Lloyd’s can write it and the com- 
pany does not. 

“The president’s guiding principle, al- 
ways in the mind of the researchers, is 
that any form of insurance can be writ- 


something more 


























As we stand upon the 


| 
| 
HII wishes. 
| 
| 
| 


| We sincerely wish, that 


and Prosperity. 





INSPECTION 








| 
we extend our hand in friendly clasp and best | 


Our business has been built upon the foundation- 
stone of friendly relationship with our patrons. 
| It is our hope that this may continue. 


| bring you a full measure of Health, Joy, Happiness 


SERVICE REVIEW 


INCORPORATED 


10th Anniversary 





threshold of a New Year 


the coming year will 


REPORTS 












































ten at a proper rate, if there is eno a . 


volume of premiums to get an average” IN 
Home-Office Set-up 


Mr. Ramsden then tells about the 
“executive committee” which decides the 
general operation of the company; th 
“underwriting council” consisting of th 
president and other major executive 
which determines the underwriting pg 
icies based on the broad principles ¢ 
lined by the executive committee; fiyg 
regional branch offices in principal jngyp 
ance centers, each a self-contained yy 
with each manager a vice-president ¢ 
the company and directly responsible { 
the profitable operation in his own terre 
tory. He also outlines an advertising 
department, claims department and other 
divisions essential to the efficient op 
tion of a nation-wide organization, 
tells how all employes, including those in ¥y 
branch offices, are required to take the 
courses of the Insurance Institute, selec. 
tion of field men, how the company “t- 
derwrites” its agents and develops loyalty 
and enthusiasm. 

















































Decentralization Plan 


“The decentralization of company op- 
erations,” he said, “through its self-con- 
tained branch offices has proved not only 
very efficient but true economy. The time 
worn insurance practice of home-ofhee 
scrutiny and direction of every transat 
tion of every branch has been discarded! 
as inefficient and costly. Underwriting 
of individual risks is done by those fa 
miliar with local conditions, There is n0 
duplication of work anywhere in the com 
pany set-up. Administration expense is 
several points lower than of companies 
usually considered as having low co 
The executives of the company devote) 
their time to the broader aspects of f 
insurance business, which explains their 
record as always being in the lead. The 
president set out to make it a ‘better 
agency company’ and so advertised it 
He has succeeded admirably.” 

Judges in the contest were: H. J. 
Thielen of Sacramento, local agent an 
a past president of the California Asso- 
ciation of Insurance Agents; Joseph E 
Joseph of Los Angeles, chairman of the ff 
Casualty Managers’ Association; ané # 
Miss A. V. Bowyer, insurance publicist x ,* 
‘ 





and editor of San Francisco. 





Hudson County Producers In 
Annual Session at Hoboken / 


B. Conway Taylor of the United Stat 
F. & G. home office was one of the guest \ 
speakers at the annual dinner rece 
of the Underwriters Association of Hu ] 
son County, heard in Hoboken, N. J, § 
with more than 200 attending. Mr. Tay- ’ 
lor’s subject was “Doctors of Insurance 
and from this angle he discussed the set- 
vice which can be extended to the pub 
lic by the insurance broker or agent who 
looks upon his calling in a professional 
light. 

Another speaker was Harvey B. Ne& 
son, Sr., of Jersey City, on “Mutual 
Competition.” He spoke at some length 
of the ethics employed by the modem, 
insurance man. ' 

More than 200 persons attended the 
dinner. The toastmaster was Abram 
Turtelbaum of Bayonne, and Secretaly 
James Ransom was in charge of tickets 

Officers of the association besides 
secretary and president are former 
semblyman Frank Bucino of Hoboket 
vice-president; John Rosamond, Jers@ 
City, treasurer. Chairmen of the vari0 
committees are William J. Dite, member 
ship; Irving C. Johnson, _ busines 
methods ; Walter Westphal, finance ; Ne- 
son, publicity and education; William F 
Turner, fire and accident prevention, 
Douglas S. Schenck, grievance, 4? 
Bucino, legislative. 
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